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DRY-LAND OCEAN 


Workmen level concrete and brace the 
forms for a trough to house dry-land 
“ocean” at Bell laboratories to test 


undersea telephone cables. See p. 55 








BEFORE 
YOU 


BUY ‘“Adequate Intercept” 


FOR THE INTERIM PERIOD 


INVESTIGATE... 


UNIVERSAL 
COMPUTER INTERCEPT 


100% Intercept is 
Other UNIVERSAL Equipment: The Ultimate Goal of the 
Direct Distant Dialing Program 


Code-to-Selective RINGING CONVERTER 

DIGIT ABSORBER 

TRUNK DIGIT REGISTER Universal 100% Toll Computer Intercept is the 
only intercept that can be installed in a toll 
center to serve outlying offices. May also be 
installed in end offices to serve subscribers. 
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Cabinet 19° x 17" x 8" for rack or 
wall mounting, 60 lines TPL 
itustrated. 


Cabinet 84° x 36° x 12", capacity 
40,000 stations, TPL or TPS or 
any combination of both 
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TELEPHONE 
DIVISION 


UNIVERSAL 


CONTROLS CORPORATION 


OFFICE AND PLANT — CARROLLTON, TEXAS 
MAIL ADDRESS-P. O. BOX 13122, DALLAS 20, TEXAS 


FOR FULL PARTICULARS 
PLEASE WRITE DIRECT TO 
UNIVERSAL 
OR CONSULT YOUR DISTRIBUTOR 
FOR DETAILS 


Carrollton 3885 Dallas CH 7-3123 


Seeeeeeseeseeeeeeseeeseeseeeeeeeeeesd 


ON ORDERS DIRECT TO UNIVERSAL, BILLING WILL BE THRU YOUR PREFERRED DISTRIBUTOR. 
TELEPHONY 





“28 toll calls on this bill— 


yet I made it out in seconds the Recordak way ‘ 


Just 4 items per bill! That’s all the entries billing costs 45°¢ or more with Recordak 


you make the Recordak Way—whether you Microfilming. 
bill 200 calls or 2! You just add up all toll Take a tip from the more than 500 tele- 
charges enter this total and tax on bill phone companies, large and small, who 
already save with Recordak. All you need is 
a Recordak Microfilmer priced as low as 
This easy routine ends hours of tran- $550; also available on low-cost monthly 


scription . . . lets each clerk handle four times rental. Mail coupon today for further infor- 


then microfilm bill and toll tickets . 


clip all together and send on to customer. 


as many accounts...ends transcription mation and copies of actual case histories. 
errors {or good! And you keep a film record Price quoted subject to change without notice 


that’s complete, easy tocheck, and easy to file. ee 58 ae 


So simple, even smaller telephone com- seeeeeeeeee «MAIL COUPON TODAY.------++++++- 


panies with as few as 500 subscribers cut RECORDAK CORPORATION 
415 Madison Avenue, New York 17, N.Y. 
Gentlemen: Please send me more information 


on the Recordak Toll Billing System. CC-12 
eam 
=RECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming 
—now in its 31st year 


Name 





Position 





Company 





Street 





City State 
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> PROTECTOR 
BLOCKS 


No need to forego protection when benefiting 
from the economies and installation advantages 
of the Cook Cable Coat. As illustrated here, 3, 6, 
9, 12 or 16 cable pairs can be terminated and 
protected by combining the new Cook 
3C PROTECTOR BLOCKS in terminating the 
cable pairs. Furthermore, by inserting Minigap 

arresters, cable pairs are protected paiscibeeie, 
thus affording the maximum flexibility and econ- 
100 es in providing protected termination for sub- 
scriber take-offs or test points. The new Cook 
3C PROTECTOR BLOCKS are factory wired. 
A pair of leads are provided for each terminal. 
A heavy aluminum angle plate acts as ground 
strip and mounting plate. The bakelite face plate 
and aluminum e plate cover the EXG 41 
resin potting compound thus assuring moisture 
free termination. 


FOUR 3 PAIR 3C PROTECTED BLOCKS 


Maa a } 


U.S. NO. 2,688,105 
CANADA bat NO. 516,479 


Three pair protected block ; 
*Minigap Arrester (.01” airgap) 41-610 
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“TWO 6 PAIR 3C PROTECTED BLOCKS 
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U.S. PAT. NO. 2,688,105 
CANADA PAT. NO. 516,479 


Six pair 3C protected block 81-206 
Minigap Arrester (.005 airgap) 41-285 


iy : 
ONE 16 PAIR 3C PROTECTED BLOCK 
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U.S. PAT. NO. 2,688,105 SL 


CANADA PAT. NO. 516,479 


Sixteen pair 3C protected block | - 
Minigap Arrester (.005 airgap)’ 
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The fabulous Kellogg K-60 Crossbar Switching 
System, with its many exclusive features, repre- 
sents the most advanced crossbar unit in the tele- 
phone industry. It is the latest addition to the 
Kellogg switching line—the most complete array 
of dial switching systems ever offered independent 
telephony: the K-60, Relaymatic and Step-by-Step. 
And for fast dependable manual switchboards 
Kellogg is also your first choice. Each system is 
designed to offer maximum service facilities with 
minimum supervision and upkeep. 

Whether your operation is large or small, 


Kellogg’s knowledge, experience and equipment 


guarantees you the best choice in switching sys- 
tems. Backed by more than 60 years of service to 
the independent telephone industry and by the 
vast, world-wide facilities of ITT, Kellogg sales 
representatives and engineers can help you decide 
the type of equipment best suited to your present 
requirements and future expansion needs. 

For more information on any of the systems 
listed, call your Kellogg representative. 

Kellogg Switchboard and Supply Company, 
Sales Offices: 6650 S. Cicero Ave., Chicago 38, Ill. 


Communications Division of International Tele- 


phone and Telegraph Corporation. 


S 





World’s Most Complete Line of 
Switching Systems 


K-60 CROSSBAR. Telephony’s most advanced switching sys- 
tem © Can be engineered to fit any size requirement ¢ Allows maxi- 
mum expansion: one unit handles from 10 to 10,000 lines ¢ Ex- 
tremely low terminal addition cost within existing 1000 station 
group ¢ Permits terminal-per-station service with terminal-per-line 
equipment ¢ Four classes of service available for each line. 

Self-checking: detects trouble and locks faulty path until correc- 
tion is made ¢ 100% intercept facilities as standard equipment ¢ 
Meets requirements of nationwide toll dialing ¢ PBX numbers may 
be spread over entire office: no need for special high traffic connec- 
tors and reservation of certain connector levels for PBX expansion ¢ 
Minimum maintenance: all-relay action 

Simplified main distributing frame; no bunch blocks required ¢ 
Toll access restriction by 10-line groups ¢ No charge assignment on 
specific lines for paystation calls to police, fire department and tele- 


phone business office. 
Drawer-mounted switches. Many other exclusive features such as 
C ro by S a i conversation timing by 10-line groups, special revertive call tea- 
tures ¢ 1500 ohms standard loop requirements. 
RELAYMATIC. Dependable switching ¢ Smooth and quiet in all 
1 complex switching operations ¢ Simplified installation « Easy main- 
a XI mM Uj m tenance: one standard component—the relay ¢ Simplified wiring 
Operates with any type of trunk line ¢ Standard circuitry ¢ Incor- 
porates all features of inter-toll dialing ¢ Available in 3 equipment 


> age 
heights from 6 to 9 feet ¢ Local lines provide up to 10-party full 
selective divided ringing ¢ Adaptors available for grounded rural 
lines © Particularly adaptable to terminal-per-line offices. 


KELLOGG STEP-BY-STEP. Community or Main Step Exchanges 


* * 
In Switch j ng (CSX or MSX) ¢ Long life, low cost operation ¢ Ease of main- 


tenance ¢ Simplicity of equipment and circuits ¢ Compact space- 
Saving arrangement of equipment ¢ Trunking flexibility « Ready 


low-cost expandability for increased station and traffic requirements 
ys ems ¢ Maximum dependability and flexibility in arrangement. 
MANUAL. All types available to individual specifications, including 


#3 toll with 2-position 6 panel * Key senders ¢ Also common battery 
local and cord and cordless Private Branch Exchanges. 


CHICAGO, /LLINO/S 


Regional Offices and Warehouses: 


CALIFORNIA ILLINOIS , MINNESOTA OHIO 
23 Broderick Road 4600 So. Tripp Ave. 6100 Excelsior Blvd. 1555 West Fourth Street 


Burlingame, Calif Chicago 32, Illinois Minneapolis 16, Minn. Mansfield, Ohio 
OXford 7-5780 CLiffside 4-4300 West 9-6715 LAfayette 4-6511 
TWX SAN MATEO CAL 06 TWX CG 3296 TWX MP 1195 TWX MANS 0132 


GEORGIA KANSAS NEW JERSEY TEXAS 

1594 Southland Circle, N.W. 7th & Sunshine Road 165 Prospect Street 1515 Turtle Creek Blvd. 
Atlanta 18, Georgia Kansas City 15, Kansas Passaic, New Jersey Dallas 7, Texas 
SYcamore 4-2441 MAvyfair 1-4418 PRescott 9-3610 Riverside 7-5191 

TWX AT 351 TWX KC KAN 1055 TWX PAS 1067 TWX DL 02 


EXPORT—165 Prospect Street, Passaic, New Jersey, PRescott 3-5100, TWX PAS 1067 





FLASHES 
AND PLUGS 


DOWN, BRUIN! The Associated Press reports that in Warren, 
N. H., the New England Telephone & Telegraph Co. has been con- 
fronted with the problem of how to keep bears from wrecking poles 
in a misguided search for honey. 


The New England company said the bears hear the humming of 
the wires and are tricked into believing the noise is caused by bees. 


Some 50 poles are under attack by the bruins. 


Harold M. Robinson, the company’s plant personnel supervisor, 
said, “Almost all of the poles show evidence of bear visitations but 
the worst ones have been cuffed out to a depth of 2 to 3 inches. 
The bears stand on their hind legs and swat at the poles with their 
front feet, about 5 feet above the surface of the ground.” 


ACCENT ON WRONG SYLLAHBLE. When Mrs. Barbara Mer- 
lin, wife of a TV producer, got home the other afternoon, her 
maid told her a gentleman named Salamander Lemons had tele- 
phoned. Three and a half hours later, it dawned on her that the 
caller had been movie actor Fernando Lamas. 


ESPIONAGE SYSTEM. A cranky old man invested in one of the 


new hearing aids that are almost invisible. 
4 few days later, he returned to the store to express his delight. 
“Pll bet your family likes it too,” said the salesman. 


“Oh, they don’t know I’ve got it.” said the old man. “And am 
I having a ball! In the past two days I've changed my will twice!” 


A NOTE FROM THE NORTH. R. B. Barnard, personnel officer 
for the Northern Telephone Co. Ltd., New Liskeard, Ontario, Can., 
send us this article from the New Liskeard newspaper, the Temis- 
kaming Speaker: 


“When Northern Telephone Co. started stringing its wires across 
the North many years ago, the use of telephones was familiar to 
most of the white settlers, but to the Indians, it was a complete 
mystery. 


“The late Angus McKelvie, one of the pioneer promoters of the 
infant communications system, is credited with this story about 
two of the original inhabitants who sat watching linemen stringing 
one of the first wires. 

“*White men darn fools, one observed, ‘stringing wire so high 
all stock can walk under it.’ ” 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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IN THE NATION'S CAPITAL 
By Francis X. Welch 


HOW TO PUT PHONE POWER INTO 
MERCHANDISING 


By W. F. Crummer 
DISPATCHING VIA TELESCRIBER 


THE PLANT MAN'S NOTEBOOK 
By Ray Blain 


GEORGIANS FEATURE INDUSTRY FUTURE, 
PUBLIC RELATIONS 


By Dan S. Fargo 


USE MERCHANDISING TOOLS, 
OKLAHOMANS TOLD 


By Dianne P. Drucker 
COURTS AND COMMISSIONS 
EIGHT TELEPHONE LOANS AUTHORIZED BY REA 
NEWS ON NEW PRODUCTS 
HELPFUL LITERATURE 


BELL BUILDS DRY LAND "OCEAN" TO TEST 
UNDERWATER CABLES 


H. D. FARGO JR., President and Director of Advertising 
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TWO STANDARD FLOTROL CHARGERS 
TEAMED TOGETHER FOR THE UTMOST 
IN FLEXIBILITY, SAFETY, COMPACTNESS 


You get standby peak capacity or 
additional operating capacity — 
without using additional costly 
floor space! 


The Lorain Dual Flotrol Battery 
Charger Assembly consists of two 
complete Flotrols mounted one 
above the other ina standard 23” 
relay rack. The upper unit ts in- 
verted to bring all meters and 
controls to eye level, along with 
easy-access input and output leads. 
Total floor space: 24-3/8”x 15”. 


The two chargers can be used 
either individually, or continu- 
ously in parallel. In addition, an 
automatic control panel (optional) 
allows either Flotrol to be selected 
as the primary charger with the 
second unit automatically oper- 
ated in response to load demands 
exceeding the capacity of the 
primary charger. 


Maintenance work or replace- 
ment of either unit leaves the 
other in service. 


Automatic proportional sharing 
of the load when operating in 
parallel is available on most of 
the 14 models. 


Single-phase Duals offer a range 
of outputs from 24 to 48 amps. 
(input 230 or 115 volts, 60 cy- 
cles). Three-phase Duals cover 
50 to 100 amps. Capacity of a 
Dual unit of less than maximum 
rating can be increased at any 
future time by substituting a larger 
Flotrol for either unit. 


Lorain Dual Flotrols are offered 
in many combinations of charg- 
ers, controls and accessories. 
You can buy complete assemblies 
or any part you require. Get the 
full story. 


Write for Bulletin 174A 


THE ONLY COMPLETE LINE OF POWER EQUIPMENT FOR COMMUNICATIONS 


our equipment 
is sold through leading 
telephone distributors 
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TEALORAIN Zeelrt Zyrrraiin 


1122 F Street Lorain, Ohio 


Phone: ATlantic 8-9191 
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Could Make Such 


Beautiful Music Together 


Our poor friend Bennie the Bow has discovered that 


everybody’s idea of beautiful music is not the same. 


When it comes to purchasing telephone supplies and 
construction materials however, we’re sure that you'll find 
that we (Leich) and you (friend) can make beautiful 


music together. 


Leich’s supply service is the most complete and 
serviceable in the telephone field. We have five well stocked 
warehouses efficiently run by experienced, helpful, friendly 
people. It’s our policy to sell only the highest quality 
supplies, tools and construction materials. We offer you a 
dependable supply service with prices that are competitive 
with those of anybody who plans to be in business for 


a long time. 


How about it? How about trying Leich on your next 
supply order? We’re sure it can be the start of a beautiful 
friendship. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


manufacturers of telephones, switchboards and related apparatus since 1907 
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SUTTLE-—Suppliers of Equipment to Telephone Men-—Since 1910 


NEOPRENE JACKET 

FOR LONGER LIFE 

Save with Diamond’s Parallel Rein- 
forced-Neoprene Drop Wire in your 
installations. Of extremely high qual- 
ity, the neoprene jacket is resistant 
to abrasion, cutting, sunlight, ozone, 
weather, oil, grease, aging and oxida- 
tion. Check SUTTLE’S drop-wire 
prices by calling Lawrenceville, Ill. 782 
or writing before you order any insu- 
lated telephone wire. Give us a chance 
to quote, and you’ll buy Suttle! 


a. 

LOW COST SOURCE 

OF NEW REVENUES 

Use surveys prove that SUTTLE 
Drive-Up Booths are the most profit- 
able outdoor telephone pay stations 
yet devised. A complete line of acces- 
sories — lights, signs (new lighted 
signs), roadside indicators—stimulate 
use of these “Phone From-Your-Car” 
booths. Call or write SUTTLE or your 
local distributor for literature and 
prices on these low cost money-mak- 
ers. ($99.50 ea.) 


KELLOGG WALL PHONES 
-IN COLORS! 
The Kellogg K-554 wall phone utilizes 
improved transmitter and receiver 
capsules which guarantee high trans- 
mission and receiving efficiency. In 
eight attractive colors which your 
subscribers want (if you show them) 
colored wall phones mean extra 
profit to you on every installation 
and extension sales come easier. You 
can’t show them if you haven’t got 
them—get ’em from SUTTLE today! 


INDOOR-OUTDOOR COOK 
PROTECTOR=< QUALITY! 


Suttle recommends COOK ELEC- 
TRIC’S Type ‘“O” Substation Pro- 
tectors, a single circuit protector 
equipped with a pair of fuses and a 
pair of high-potential arresters. The 
body is a single-piece, heavy glazed 
porcelain. Fuse and lightning arrester 
clips are phosphor bronze, heavy 
glazed on the reverse side, thus giv- 
ing instrument wires maximum pro- 
tection for the hot wire. In stock now 
at SUTTLE’S Lawrenceville, Illinois, 
warehouse. 


Manufacturers, suppliers, and printers to Telephone Men 


401 North 15th St., Lawrenceville, Illinois 
Phone: Lawrenceville 782 


HEAVY DUTY 

STEWART TEST SET 

The finest lineman’s test set at the 
lowest price—the Stewart Model H 
tells you which way and how far out 
trouble is without opening the line o1 
cutting the wire. The Stewart Model 
H has a complete telephone circuit fo: 
ringing and talking—weighs only 11 
pounds. Supplied complete with shoul- 
der strap by SUTTLE, along with full 
use instructions. Send your order to 
Lawrenceville today! Price: $85.00. 


EVERYTHING IN 


TELEPHONE PRINTING 
SUTTLE has the experience and the 
equipment to give you the finest qual- 
ity Independent Telephone Company 
forms and directories at a price which 
is right. Everything you need—from 
directories to standard toll tickets 
you can get on one order form when 
you order from SUTTLE,. Check ou 
low prices on standard forms. For 
real savings, let us quote you on your 
directories. Printers to Telephone Men 
—Since 1910. 


Since 1910 


For further information, specifications or 
quotations on these telephone supplies— 
write, wire or telephone— 


SUTTLE EQUIPMENT CORPORATION 


135 S. La Salle St., Chicago 3, Illinois 
Phone: DEarborn 2-3108 
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For use with lead, 
Alpeth and Stalpeth 
sheathed cables 

up to 1.6” diameter. 


plice case terminals 


Single terminal — 6, 11 
and 16 pair. 

Two terminals, back to 
back — 12, 17, 22, 27 
and 32 pair. 
Unprotected or 
protected. 


CTRIC COMPANY 
11333 Addison St. ¢ Franklin Park, Illinois 


Send us your Installation Specification No. 104 and 
additional information on these splice cases 
and splice case terminals. 


Name 











Company 


Street 








City 


DECEMBER 20, 1958 





“Please tell the court— 


Are these the ads you saw 


TL LTT SILT, | 














pianos, roofers, chinaware 
movers, automobile repair 
whatever you need — 
Find ht Fost 
tn The 
Yellow Poges 


Advertisers drspiaying this embiem 
make your shopping easy 


aa 


Tey ft sn ota) 
Ad 








ma— 6 5 ee oe 
— —_ “ 
banks, interior decorators ory 
costumes, cranes, refrigerators _o 


whatever you need — 


~ 


|| Advertisers displaying thes emblem 


make your shopping easy 





The witness will have to say “Yes.”” For she, like millions of other readers 
of national magazines, saw these sprightly advertisements and others like them 
during 1958. She'll be seeing similar ads in 1959, too. 

They're evidence that Yellow Pages all over the country are getting sound, | sowing oy 
continuing advertising support in the magazines most people read. ons —, 

Why this support? Because promoting the Yellow Pages promotes more 
business for Yellow Pages advertisers and for all telephone companies. That, 
ladies and gentlemen of the jury, is the case for Bell System Yellow Pages 
advertising. 





BELL TELEPHONE SYSTEM BE 





ia 


YORK-HOOVER 


MODEL 


T= 5696 


UN 


Ilustrating 24 ft. extension lad- 


5696 FEATURES der pivoting on rear sheave bor | 5696 BENEFITS 


with retaining sockets on rear ' i 
Mechanically ser-agaage der- bumper. Ladder can by used i) * y priced, y 
tick readily sets 35’ pole away from vehicle. Stored der- flexible in its work functions 


rick is raised to work position in 


24' extension ladder avail- seconds by use of winch line and Long service under rugged, 
‘able for overhead line main- winch. Key locks on all com- every day operating condi- 
tenance partment doors. tions 
begat Tool and materials needed 
ve if teal side com- for service work are readily 
; partments and understructure le ZI" accessible 


= ‘ Normal functions of light line 
~ ae aradiags er E ee job provided by winch and 
—e oan f. folding derrick 


Compartments contain pull- aa. . Backed by 66 years of Crea- 
out drawers, bins and thru tive Engineering Service to 


box , ee the Public Utility Industry 


coor o> Or- r rr ono e—=eeser ore eee Oe 


’ Dept. 3T, York-Hoover Corporation 


> \ 4 ’ York, Pa. 


Please send me a copy of Bulletin No. 946 covering 
your 5696 Combination Unit. 


BODY DIVISION i ae ae 
YORK-HOOVER CORPORATION | Company 


YORK, PENNSYLVANIA Address 


Cy eet (i ee 





wwe NATION Sf 


HE READERS of this department 
have probably noticed, during the 


past few quite a 


days, 


excitement in financial and other circles 


over a decision of the U. S. Su 


split 


preme Court affecting natural gas com 


panies. This was the so-called Memphis 


gas case, and it is not without some 


effect and interest on rate 


making, gen- 


erally, including the regulation of tele 


phone companies. Of course, the case 


involved an interpretation of the 
making provisions of the Natural 
Act. And that could hardly affect tele- 
phone companies very 


rate- 
Gas 


much. 


But, it was the philosophy expressed 


in the supreme court’s majority (5 to 
Justice Harlan, 


the purpose of rate regulation 


3) opinion, by about 


which 
transcends the immediate facts in the 


And, 


what 


Memphis case. 
that 


when we stop to 
Harlan had 


to say was also approved by a majority 


conside Justice 
of the court, including Justices Frank- 
furter, Whittaker, Stewart 
(and Clark, 


Brennan, 
undoubtedly although he 
did not participate), the net 


should be 


result 
utilities 


encouraging for all 
during this c) 


itical period of rate case 
activity. 
Without going 
facts in the 
there 


into details about the 
Memphis case, the issue 
involved was fairly simple. The 
Natural Act, like a number of 
other regulatory statutes, contains two 
kinds of One 
short-cut (Section 4) 
whereby a gas company can file a rate 
increase with the Federal Com- 
(FPC). The commission may 
suspend the proposed rate increase for 


Gas 
rate-making provisions. 
is a procedure 
Power 
mission 


a period not longer than five months 
(and it usually does so automatically). 
After that the gas 
the entire increase 


company can put 
tariff into effect 
under bond, subject to subsequent re- 
fund, if the commission 
decide that the proposed 
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should later 


increase, or 


flurry of 


, SS ** 
jeLbhtd tate 
ere we 
vs ”, 


abides 


SS 


CAPITAL 


FRANCIS X. WELCH, WASHINGTON EDITOR 


So-called Memphis case decision by LU. 5S. Supreme Court, 


affecting natural gas companies, includes some rate-making 


philosophy of interest to telephone industry. 


invents new 


communications 


Khrushchey 


medium in using Senater 


Humphrey to relay secret messages to President Eisenhower. 


any part of it, was not justified 


facts 


afte 
considering all the and evidence 
in the case. 

The 
the Natural Gas Act is more obviously 
designed for rate reductions than rate 
This is Section 5 or the 
complaint provision, of the Natural Gas 
Act. The 


tion, oO} 


other rate-making provision of 


increases. 


commission on its own mo- 
upon complaint by any inter- 
ested party, may enter upon an investi- 
gation of gas company Afte) 
investigation with hearings, evi- 


dence, and arguments, the commission 


rates. 
such 


may change the rates according to what 
it decides should be the reasonable 
charge. 

What happened in the Memphis case 
was that a pipeline had a 
contract with its distributing gas cus- 
tomers, including the city of Memphis, 
for the supply of gas at a_ specified 
rate. But, the contract also authorized 
the pipeline company to supersede the 
specified rate by filing tariffs with the 
FPC. This is exactly what the pipeline 
company tried to do. The city of Mem- 
phis objected that the pipeline company 
was trying to break its contract. The 
FPC ruled that Memphis and the other 
distributing customers 


advance to the 


company 


had agreed in 
filing of subsequent 
rate increases, even of an unspecified 
amount. It was also pointed out that 
they were protected by the posting of 
bonds and the over-all authority of the 
commission to review the increase and 
make a final determination 
sonableness. 


as to rea- 


A lower federal court disagreed with 
the FPC on this point. The lower court 
ruled that the 
filing increased 
effect under bond, could only be 
where all of the contract customers 
agreed, in advance, to the specific rate 
increases sought to be filed. Obviously, 
this have just about knocked 
Section 4 of the Natural Gas Act in the 
head, as far as practical usefulness was 
concerned. It 


short-cut procedure of 
rate tariffs, to go into 


used 


would 


would require pipeline 
companies to resort to the time-consum- 
ing, expensive complaint provision 
(Section 5), which might take 
before rate relief could finally be put 


into effect. 


years 


The majority of the U. S. Supreme 
Court, on Dec. 8, upheld the FPC and 
reversed the lower court in the Mem- 
phis case. In principle, Justice Harlan’s 
decision is just as applicable to the 
Communications Act (as we 
shall see later on) as it is to the Nat- 
ural Gas Act, although the former was 
not before the court for adjudication. 
The city of Memphis had argued that 
the intent of Congress, in passing the 


Federal 


Natural Gas Act, was to protect the 
gas consumer, by assuring him the low- 
est possible rate, under any reasonable 
construction of the statute. Justice 
Harlan rejected this one-sided view of 
rate regulation, which has become in- 
creasingly popular among critics of the 
public utility industry in recent years. 
He took the view that Congress wanted 
to be fair to protect both the utility 
customer and the utility company in- 
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vestor. This is the way Justice Harlan 
stated his idea of such a 
theory of rate regulation: 


balanced 


“It seems plain that Congress, in so 
drafting the (gas) statute, was not 
only expressing its conviction that the 
public interest requires the protection 
of consumers from excessive prices for 
natural gas, but was also manifesting 
its concern for the legitimate interests 
of natural gas companies in whose fi- 
nancial stability the gas-consuming pub- 
lic has a vital stake. Business reality 
demands that natural gas companies 
should not be precluded by law from 
increasing the prices of their product 
whenever that is the economically nec- 
essary means of keeping the intake 
and outgo of their revenues in proper 
balance; otherwise procurement of the 
vast sums necessary for the mainte- 
nance and expansion of their systems 
through equity and debt financing 
would become most difficult, if not im- 
possible. 


“This concern was surely a proper 
one for Congress to take into account 
in framing its regulatory scheme foi 
the natural gas industry. cf. Federal 
Power Commission v. Hope Natural 
Gas Co., 320 U. S. 591, 603, and we 
think that it did so not only by pre- 
serving the ‘integrity’ of private con- 
tractual arrangements for the supply 
of natural gas, 350 U. S. at 344 (sub- 
ject of course to any overriding author- 
ity of the commission), but also by 
providing in Section 4 for the earliest 
effectuation of contractually authorized 
or otherwise permissible rate changes 
consistent with appropriate commission 
review.” (Italics supplied.) 


Now this with the more 
extreme view taken by Justice Douglas 


compare 


in writing the dissenting opinion in 
the Memphis case for himself, Chief 
Justice Warren, Black. 
When we stop to would 
take a 
of two 


Justice 
think that it 
change of 
other 


Justice Douglas’ view a majority view, 


and 


only mind on the 


part Justices to make 


instead of a minority view, we can 


see that the cause of balanced regula- 
tion was upheld by a very narrow 
Here is 
what Justice Douglas had to say about 


Harlan’s 


squeak in our highest court. 


Justice construction of the 


act: 


the 
makes 


“The construction adopted by 
court has dire consequences. It 
a shambles of the act so far as con- 
sumer interests are concerned; and 
they are the ones the act was designed 
to protect. The ruling sacrifices these 
interests in the cause of those who 
exploit this field. Now the regulatory 
agency is left powerless to prevent a 
selling company, after the 30-day wait- 
ing period, from making consumers pay 
immediately whatever rate the company 
fixes. There is power in the commission 
to suspend the new rate for five 
months; but in case of industrial rates 
even that limited power of suspension 
is absent... .” 


Douglas concluded that the majority 


opinion would turn “real 


regulation 


over to the 
ended his dissenting opinion on a som- 


pipeline companies.” He 


ber note: “I cannot imagine that the 
Congress that passed this act envisaged 


any such tragic result for consumers.” 


Gas and Communications Laws 
Compared 


Of more 
telephone 
which the 
construing the rate-making provision of 
the Federal Communications Act. That 
204 which 
that any interstate telephone company, 
having rates on file with the Federal 
Communications 


concern to the 
the 
Memphis case suggests in 


immediate 


industry is precedent 


would be Section provides 


Commission, may 
change those rates by filing new tariffs 
with the commission on 30 days’ notice. 
Notice how similar is the authority of 
the FCC in suspending the effectiveness 
of new telephone rate tariffs under 
such circumstances. Here is the lan- 
guage of Section 204: 

“Sec. 204. Whenever there is filed 
with the commission any new charge, 
classification, regulation, or practice, 
the commission may, either upon com- 
plaint or upon its own initiative without 
complaint, upon reasonable notice, enter 
upon a hearing concerning the lawful- 
ness thereof; and pending such hearing 
and the decision thereon the commis- 
sion, upon delivering to the carrier or 
carriers affected thereby a statement in 
writing of its reasons for such suspen- 
sion, may suspend the operation of such 
charge, classification, regulation, or 
practice, but not for a longer period 
than three months beyond the time 
when it would otherwise go into effect; 
and after full hearing the commission 
may make such order with reference 
thereto as would be proper in a pro- 
ceeding initiated after it has become 
effective. 

“If the proceeding has not been con- 
cluded and an within the 
period of the suspension, the proposed 
change of charge, classification, regula- 
tion, or practice shall go into effect at 
the end of such period; but in case of 
a proposed increased charge, the com- 
mission may by order require the inter- 
ested carrie r or carriers to keep accu- 
rate account of all amounts received by 
reasons of such increase, specifying by 
whom and in whose behalf such 
amounts are paid, and upon completion 
of the hearing and decision may by 
further order require the interested 
carrier or carriers to refund, with in- 
terest, to the persons in whose behalf 
such amounts were paid, such portion 
of such increased charges as by its 
decision shall be found not justified. 


“At any hearing involving a charge 
increased, or sought to be increased, 
after the organization of the commis- 
sion, the burden of proof to show that 
the increased charge or proposed in- 
creased charge is just and reasonable 
shall be upon the carrier, and the 
commission shall give to the hearing 
and decision of such questions prefer- 
ence over all other questions pending 
before it and decide the same as speed- 
ily as possible.” (Italics supplied.) 


orde a made 


Notice how the FCC, just like the 
FPC in the Natural Gas Act, is given 
a three-month period of suspension to 
approve or disapprove a proposed rate 
tariff. If the FCC has not made up 
its mind during that time, the 
posed rate changes go into effect, but 
subject to 
additional 


pro- 
careful accounting of the 
collections for 
refund, if the 
subsequently 


purposes of 
possible 


should 


commission 
that the 
The un- 
derlying pattern of the Communications 
Act, therefore, is very similar to that 
of the Natural Gas Act. 


decide 
increases were not justifiable. 


_ The similarity goes even further in 
Section 205 of the Federal Communica- 
Act, which authorizes the FCC 
-entirely independent of any tariff 
proposed changes by a tele- 
phone company—to make an investiga- 
tion on its 


tions 
filings or 


own motion or upon com- 
plaint of an interested party into the 
reasonableness of any telephone com- 
pany’s rates. Section 205 of the Federal 
Communications Act, therefore, is very 
5 of the Natural 
Gas Act, described above, just as Sec- 
204 of the Act 


is very similar in opinion to Section 4 
of the Natural Gas Act. 


analogous to Section 


tion Communications 


So far, the rate 
of the Federal 
have not 


increase provisions 
Act 
fully tested, although 
they have been in effect for nearly a 
What has hap- 
pened in the past, in the case of pro- 
posed rate changes by Bell System and 
other has either a 
voluntary agreement on the part of the 
telephone companies to file tariff 
changes desired by the FCC, or an 
agreement by the FCC to let proposed 
rate changes go into effect under Sec- 
204. 


Communications 
been 


quarter of a century. 


companies, been 


tion 


We saw repeated instances of volun- 
tary procedures, along 
this line, during the past 25 years, 
when the American Telephone & Tele- 
graph Co. agreed to reduce long dis- 


rate reduction 


tance rates. After informal discussion 
with the FCC, the agreement took the 
form of voluntarily 
tariffs, reducing the toll charges. 


proposed rate 


the other direction, the 
recent increase in teleprinter rates by 
the Bell System companies and Western 
Union was an illustration of an agree- 
ment by the FCC to allow the increased 
tariffs to go into effect, following the 
three-month suspension -period. Note, 
however, that the FCC could have—if 
it so desired in the teleprinter increase 
‘ase—exercised its authority under Sec- 
tion 205 of the Federal Communications 
Act and launched into a formal inves- 
tigation with a view to setting its own 
level of charges. 


Looking in 


This course was not 


(Please turn to page 58) 
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How to put 


M SURE each of you has already 
] used Phone Power in yeur work in 
one way or another. 

But, 
believe 
with 
suggesting 


we at the telephone company 
can help 
your thinking and planning, by 
additional Phone Power 
ideas to use in your day-to-day mer- 


we you even more 


chandising operations. 
Merchandising by phone has many 
advantages. 


(1) The cost per unit is low. 

(2) The speed with which you reach 
your market cannot be surpassed. 

(3) Your telephone does all the work 
of reaching your distributors, your 
salesmen, your customers. 


All you have to do is make the sale. 

That’s why it is important how yeu 
merchandise by phone. 

I'd like to spotlight some guideposts 
you can follow to make your telephone 
really work for you—to add more phone 
power to your sales promotions. 

Let’s with 


stories. 


illustrate some success 

Take the case of a firm which wanted 
to impress on its food product 
tributors that they should stock up 
their supplies and have their salesmen 
push a certain product with the dealers. 


dis- 


The advertising campaign was good. 
The product was good. But, unless the 
distributors were impressed, tuey might 
not push it. 

Arthur Godfrey and Don McNeill 
were to advertise the product on their 
TV shows. 

As usual, the distributors were told 
the advertising program. But, 
the use of Phone Power added a new 


about 


*Mr. Crummer is sales promotion and sales train 
ing manager for Illinois Bell Telephone Co. 
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PHONE 
POWER into merchandising 


By W. F. CRUMMER* 


[EDITOR’S NOTE: This is a reprint of an address Mr, Crum- 


mer presented to members of the Merchandising Executives 


Club of Chicago, and other similar organizations, explaining 


how they could use local and long distance telephone service 


to merchandise and sell their products and services. It presents 
many ideas that can be adopted by any telephone company 
which desires to promote the use of the telephone by retail and 


industrial concerns located in their territories. ] 


dimension to this merchandising effort 
in a very successful way. 

Over 80 distributors were contacted 
by phone. And Arthur Godfrey and 
Don MeNeill—in their own voices—told 
the distributors the story. 

HOW? And at what cost? 

That’s the best part ef it! Cost was 
less than $600. A money-making in- 
vestment in Phone Power. Of course, 
Godfrey didn’t make a separate call to 
each distributor. His time is too ex- 
pensive for that. 


Three Conference Calls Made 

A tape recording was made of God- 
frey’s and McNeill’s voices with ap- 
propriate introductory remarks. Then 
three long distance conference calls to 
three groups of distributors were made. 
A message of about one-half hour was 
broadcast, all on the same morning, to 
80 different distributors. 

It was a simple assignment for the 
telephone company. And yet this bit 
of merchandising packed the punch 
that letters, brochures and fine mail- 
ing pieces didn’t have. 

There was no throwing of good ma- 
terial into the basket. WHY? 
Because few men—no matter how busy 
they may resist the oppor- 
tunity to hear from Godfrey or Mc- 
Neill over the telephone. 


Here’s Case No. 2 of Phone 


waste 


be—will 


Power. 


A year-end message from the chair- 
man of the board of an agricultural 
implement manufacturer broad- 
cast to 75 different points, from Maine 
to Southern California. Some 300 peo- 
ple—dealers, and their staffs—received 
thanks for a good year plus informa- 
tion about the following year’s plans. 


was 


This same firm used Phone Power 
to pep up a sales campaign. More 
than 1,700 salesmen heard important 
messages, from the home office, at 75 
different locations in the United States 
and Canada. 

These salesmen were to go out with 
dealers in their territory to help them 
sell farm implements. The campaign 
had been well planned. But, an im- 
portant kick-off to stimulate the sales- 
men was needed. 

Calling all the salesmen into Chi- 
cago would cost a great deal, and take 
them away from their territories. So, 
in groups of about 25, the men gath- 
ered in district offices all over the 
country. They heard the plan ex- 
plained by their district managers. 
Then, at the appropriate time, came 
the loudspeaker message from the main 
office. 

This added the important touch. The 
men knew the home office was ex- 
pecting them to carry out this plan. 
Phone Power brought this team to- 
gether. Entire investment of this im- 
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portant part of the program, including 
the cost of preliminary out-of-town calls 
to make the arrangements, 
than $1.00 per man. This 
was so helpful it been 
eral times since. 


was less 
procedure 
has used sev- 
Stimulating field forces is a constant 
problem for the office. Use of 
Phone spoken 
from the top can make the 
final just a 
success and a rousing success. 


home 


Power, with the word 
brass, 
difference between 


SOo-SO 
How about sales meetings by phone? 
A Chicago manufacturer wanted to 

kick off a 

pensation 


He could 


home office. 


sales-incentive 
plan for a 
have brought 


new com- 


15-man force. 
them into the 
But they had been cailed 
to Chicago for a 
sessions only a few months before. It 
had cost about $15,000 to do this. And, 


of course, this was not the entire cost 


series of technical 


There was anothe: 
that’s too often overlooked: Lost 
while the 
from their territories. 


of such a meeting. 
item 
sales salesmen were away 
This firm sent out a series of letters 


to its men discussing the proposed 


plan, and asking for their comments. 
After two weeks of correspondence, a 
two-way telephone conference was ar- 
ranged with the 15 men. Each had a 
chance to express his views in a round- 
the-country talk. 


$275 For Hour Conference 


who had hard to 
handle and critical on a certain point, 
was handled effectively by the rest of 
the group. His co-workers straightened 
without from the 
home office and the plan was accepted 


One man, been 


him out pressure 
enthusiastically by the salesmen. 

This 
lasted slightly over an 
about $275. 


long conference call. It 
hour. It 


was a 
cost 
Yet the savings (as compared to a 
group meeting in 
than $14,000- 
made during the time the men 
have spent in travel. 


person ) were more 
plus the uncounted sales 


would 


Obviously, the telephone cannot solve 


your entire merchandising challenge. 
successful use comes in 
with other means of 
munication: Letters, advertising, or as 
a help to the field. 
But, it’s often the “missing link” be- 
tween a moderately successful promo- 


tion that 


Its most con- 


nection com- 


salesman in the 


and one rates an Oscar. 

Let’s look at another success story. 
A Los Angeles cement firm jumped 
slashed 


competition by the 


sales, travel costs and beat 
effective use of 
conference calls, tying key executives 
phone each day for 
briefings. About 25 per cent of their 
total telephone bill is accounted for by 


these 
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into a network 


conference calls. 


W. F. CRUMMER 


this 


to coordinate 


Through means they are able 


production, make sure 
adequate stocks are in strategic places, 
and time of 


Information is 


save travel many execu- 


tives. and 
And, on 
decisions are 
bette 


gathered 


disseminated each morning. 


the same _ connection, 
made to merchandis- 
with 


each 


plan for 
Calls are all 
the telephone company. 
morning, at 9:30, 


ing. prearranged 
And, 
everybody is on the 


line. 


Permits Advance Planning 
Now, let me tell 
fication of the 
Call. 
heat 


you about a modi- 


usual, amplified Con- 


ference Groups at many loca- 
the words of one speaker, 
from the 


with a difference: 


tions 
or several 
office. But 
ning the 


speakers home 
In plan- 
advance material 
office. 

office 
telephone, of 


when the 


campaign, 
is sent to each district 

A reliable district 
briefed—by 
told that 
is on, he is to display on cue 


person 1S 
carefully 
course—and show 
posters, 
models, advertising blowups, diagrams 
or other visual material. The speaker 
from the home office tells his story. 
And, at the proper time, the people at 
the other end see the visual material 
he’s referring to. 

This Phone 


effectively, in 


Power technique is used 
Per- 
haps you may find a new way to make 
use of Audio 
and visual message from the home of- 
fice. 

Still type of 
used more and more. 


many situations. 


this low cost, combined 


anothe1 call is being 
Under this plan, 
with 


and 


regular contact is maintained 


clients, customers, sales offices 


field men. 


In one case, selling orchids at a 


sales cost of under 7 per cent. 
In another, selling automobile tires 
at a cost of $150,000—only about 2% 


sales cost. 


And, in still anothe sending 


out some vitally important news about 


case, 
pregnancy! 
Reached on Recurring Basis 


The 
ment of 


common thread in this 


assort- 


operations was the need to 


reach a list of people on a recurring 


basis. Sequence calls were used to 


save time and effort. 
Here’re 
Mr. George Oliver, of Thomas Young 
Orchids, Inc. in Ohio says: 


some details. 


“We deliver orchids every Thursday 
because florists want them for week- 
ends. We, therefore, have to cove 
our entire market on Tuesday to get 
these orders. It would be impossible 
to do this except for the fast connec- 
tion provided by Sequence Calling 
Service and the two-way communica- 
tion the telephone makes possible. 
Knowing we are going to call, ou 
customers have their orders ready 
and more important, will hold their 
orders for us because they know we 
are going to eall. 

“We also offer our customers the 
privilege of calling us collect. We put 
‘call collect’ stickers (furnished by the 
telephone company) on our monthly 
statements. 

“In our brief experience with the 
in-collect call plan, we’ve found 10 
per cent of the calls to be complaints, 
90 per cent to be orders;, but 100 pei 
cent of the time it results in custome! 
good will.” 


Here’s an unusual use of sequence 


calling. It pays off where time is im- 
portant. 

A Chicago medical laboratory prom- 
ises to report, within 24 hours, results 
tests. These are re- 
and 


of pregnancy 


quested by doctors hospitals 


many located in small out-of-the-way 
throughout the Midwest. Se- 
lists of all these doctors and 
placed on file in the 
When 


the laboratory merely tells the opera- 


towns 
quence 
hospitals, are 
telephone exchange. reporting, 
tor by code number, to place calls to 
the doctors on the list 
pending. 


who have tests 


Tickets Prepared In Advance 

Toll tickets, with the routing of the 
calls are all prepared in advance and 
the calls are placed with the minimum 
of effort on the part of the laboratory 
and the telephone long distance oper- 
ator. After the calls, written reports 
of the tests are mailed for the doctors’ 
files. 

You can imagine this fast service is 
much appreciated by the doctor’s pa- 


tients. 


Calling For Appointments 
Calling ahead for appointments saves 
And, if the 


who are 


time and disappointments. 
call 
plete 


goes to prospects com- 


remember 
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strangers, you must 





they're human—and busy; they’re not 
their time to 


know who 


eager to give 
they don’t 


about a product or 


someone 
talk 


service they know 


wants to 


nothing about. 
The 


sends a 


successful 
letter. The 
and his company 


most first 


introduces 


salesman 
letter 


him and 


contains a 
reference to a telephone call for an 
appointment. Then, he’s ready to make 
a telephone request for a personal in- 
terview. 

Some people say that, at this point, 
they find they get trapped and must 
tell thei 
they cannot 


and that 
product 


sales 


whole 
sell 


story, 
their over 
the telephone. 

I agree that in many this is 
But why try to these 
Why not just ask for an ap- 
pointment—period? We have found the 
ASK-TELL-SELL method 


works. 


cases 
true. sell in 


cases? 
generally 


Used as a follow-up of good adver- 


tising or direct mail or previous work 
in the field, we’ve found 
that the appointment is gotten on the 
first of the three most in- 
stances. The second third 


add to the impressive total. 


by salesmen 


steps in 


and steps 


How Method Works 
Here’s the ASK-TELL-SELL 


method goes: 


how 


STEP 1. The ASK step. Introduce 
yourself and your company—refer to 
any previous advertising or mailing, the 
customer should have received. Then, 
merely ask for an appointment. That’s 
all, just ask: 

“Good morning. This is Bill Crum- 
mer of the telephone company. You’ll 
recall I sent you a letter a few days 
ago. I would like to see you early this 
afternoon, if it is convenient.” 

That’s all. Just ask. But ask for a 
definite appointment. Not by the hour 
and minute. But, by early morning- 
late morning—early afternoon, or late. 

We find that in a high percentage of 
cases, the party called will either agree 
to the requested time or offer an alter- 
nate time. 

If the customer does not grant the 
appointment, but says something like, 
“What do you want to see me about?”, 
or he says, “I’m not interested in the 
proposition you had in your letter,” 
you try the second part of this simple 
formula. 


Arouse Customer's Curiosity 
Step 2. You try the TELL step. 
You tell the customer something of 


advantage to him—something to arouse 
his curiosity; why it’s to his advantage 


to give you the appointment. 
here’s the important part: Always end 
this brief TELLING step by asking 
again if you may see him. 

Perhaps this step might go something 
like this: The customer has answered 
my ASKING step by saying: “What do 
you want to see me about?” Now is 
the time to TELL him. But, be brief 
and end up asking again: 
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But, 


“Mr. Prospect, I have some ideas on 
the way you can use long distance tele- 
phone service that will save the time 
of your salesmen, and bring in more 
business to your firm. Could I see you 
for about 20 minutes some time today?” 


Using this method, you don’t try to 
sell your proposal over the telephone, 
though many times you can. All you 
really want to sell at this time is the 
appointment. 

Most men want to learn something 
that will help them in their business. 
If your product or proposal really has 
something of advantage to the customer 
—just TELL him a bit about it and 
ask for the second time for the ap- 
pointment. 


Salesmanship Shows 


STEP No. 3. 
ship shows 
SELL step. 

After getting a refusal on the ASK 
step, and another refusal on the TELL 
step—well, maybe this isn’t such a 
good prospect as you had originally 
thought. But, before you give up on 
him, try again, and end up by asking 
for the third time for a definite ap- 
pointment. 


This is where salesman- 
itself. We call this the 


Your sales story can be longer this 
time. Perhaps you have to tell him of 
some other customers that have bene- 
fited from your services or product. 
Perhaps you tell him some of the things 
you would say if you were actually 
seeing him face to face. If you’ve 
something to show him, emphasize its 
importance. 

Let’s suppose the customer has said, 
“No, I’m too busy. I don’t think I am 
interested in your proposal.” The SELL 
step might go something like this: 


“Well, Mr. Prospect, I wanted to see 
you to tell you how I have been able 
to suggest to a firm in your line of 
business, certain new ideas developed 
by the Bell System, about the effective 
uses of out-of-town calls. These new 
ideas, I’m sure, have a definite appli- 
cation in your business. I know you 
are now using about $135 a month in 
out-of-town calling service. But per- 
haps the use of telephone credit cards, 
or Enterprise service, or some ideas on 
how to use the telephone in collecting 
delinquent accounts, or how to revive 
dead accounts, might fit into your busi- 
ness. I have success stories I think 
you’d like to hear. Can I see you some- 
time tomorrow, perhaps?” 

So you don’t 
But is that bad? 

Perhaps not. You find he’s definitely 
not interested and you can spend your 
time someplace else, more profitably. 


get the appointment. 


Selling by Telephone 
I’ve said 
Telephone. 


nothing about Selling by 

Selling-by-Telephone takes many 
forms, from answering inquiries, call- 
ing regular get their 
orders, to canvassing entirely new pros- 
pects. 


customers to 


We in the telephone company cer- 
tainly do not recommend the _ indis- 
criminate calling of a list of prospects 
from the telephone directory, trying to 
sell to householders, and often trying 


to sell some service or product the 


householders have little, or no use, for. 

In a telephone campaign directed to 
residences on a “cold” basis you might 
make sales and alienate 95 
per cent of your market. 
you’re going to want to go 
this market again 
build friends or today’s 
calls. Take the time to be courteous and 
considerate—ask if it’s 
talk—so whether the sale is made or 
not, you’ve made a friend for your 
That way you get value for 
you make—not 


5 per cent 
temember, 
back to 
someday—you can 
enemies on 


convenient to 


company. 
every call 
per cent. 
There are 
Phone 
phone. 
Often we get for help in 
launching a telephone sales campaign. 
And almost invariably we must ask for 


just on 5 


effective 
Power in 


many ways to 


use selling by tele- 


requests 


more information before we can make 


any useful recommendations. 


Pre-Selling Questions 


list of you 
should answer, and decisions you should 


Below is a questions 
make, before you undertake any phone 
This will time 
come to us for help or 


selling program. 
whether 
whether you do your own planning. It 
will do a lot to clarify your own think- 
ing, and help you avoid wasted effort 
and costly errors: 


save 
you 


(1) Do you plan to use the telephone 
in selling a single product or service, 
or your whole line? Often it’s wise to 
concentrate on one particularly salable 
item until you have the operation set 
up and the “bugs” worked out. 

(2) Decide what particular type of 
customer you want to develop by tele- 
phone. A good way to pick out your 
best possible prospects is to analyze 
your present customers. Your best bet 
might be certain kinds of business firms 
or professional men, people in special 
age or income groups, etc. 

Or, you might confine your telephone 
campaign to former customers, or to 
qualified prospects obtained through di- 
rect mail, space or radio advertising, or 
in other ways. 

(3) Be sure you have the immediate 
objective of your telephone calls firmly 
in mind. Do you want to get appoint- 
ments for salesmen, or bring customers 
into a store, or encourage mail or tele- 
phone orders, or complete an actual sale 
on your telephone call? 

(4) Look at your competitive situa- 
tion. Why should people buy your prod- 
uct or service, rather than a competi- 
tor’s? Is your strongest selling point 
price, quality, liberal terms, location, 
friendly atmosphere, reliability, fast 
service, size of stock—or what? 

(5) Do you have personnel avail- 
able in your own organization to work 
up prospect lists, keep records, and 
make the actual calls, or will you have 
to hire extra help? It might be best 
to start the program on a limited basis, 
using one or two present employes, 

(Please turn to page 56) 
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l Reports of telephone troubles come 

into this repair position at the C&P 
company, where clerks pull detailed line 
cards of the installation. 


= Skilled craftsmen at the test board 
determine the line trouble, and 
note their findings on the line board. 


3 These TelAutograph operators 
: transmit the data from the line 
ecard via Electronic Longhand to a cen- 
tral dispatch board. 
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Dispatching 
Via 


Teleseriber 


RIAL run 
re.” 
unique handwritten direct wire 
system at the Chesapeake & Potomac 
Telephone Co. in Norfolk, Va., resulted 
after a thorough shakedown to deter- 
mine whether the new dispatching sys- 
tem could 


completely 
This evaluation of a 


success- 


save time, manpower and 
money in handling service calls. 

The system has done that—and then 
some, according to a C & P spokesman. 
Based on the excellent results of the 
test in the Norfolk area the C & P now 
plans to extend the other 
districts. 


system to 
Basically the direct wire system 
works this way: A subscriber notes 
trouble with his telephone and dials 
114 to report to the company. The call 
comes in to a section of the 
C&P test where trained tele- 
phone girls take the pertinent informa- 
tion—the subscriber’s name, telephone 
and apparent difficulty—and 
use the data to pull a detailed history 
card of the installation. 


special 
centet 


number 


The history card, indicating the tele- 


1. (Below left) 


phone number, the type of service, the 
subscriber’s and address, the 
cable facilities right down to what pole 
the line comes off of, and the central 
office servicing the account, serves as 
the control medium for the entire re 
pair operation. The trouble report in- 
formation telephoned in is added to a 
preprinted box on the card with the 
clerk indicating the date and time the 
call was received, the station o1 


name 


report 
unit, and the nature of the trouble re 
ported. 

These 
the test 
test the line to ascertain more specif- 
ically the nature of the trouble. Under 
the previous call system, the dispatch- 
ing phase was handled at this point 
with the field servicemen calling in 
directly to the test desk for 
pair assignments as well as checking 
out old. This means that the extremely 
test-deskmen 
perform the job of dispatching as well 
as that of testing and analyzing. 


In short, the Chesapeake & Potomac 


cards are then 


desk 


passed on to 


where skilled craftsmen 


new re- 


busy were required to 


Operation of the TelAutograph transceiver involves simply 


writing the data in natural longhand with a stylus on a metal platen. The 
message is received instantaneously at the centralized dispatch board, recorded on 


an Instan-Form feeding through the receiving TelAutograph unit. 


This Instan- 


Form is used by the dispatch clerks to give new assignments to servicemen calling in. 


5 (Below right) The troubles found by the servicemen are transmitted back to 
e 


the test center via telescriber. 


The same transceiver 


is used for both sending 


and receiving Electronic Longhand messages. 
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Telephone Co. was not getting full 
utilization of skilled manpower at the 
test desk. 

Now, utilizing the direct 
wire handwritten system the dispatch- 
ing function is taken off the shoulders 


of the test-deskmen, and given to clerks 


however 


whose sole job is assigning installation 
and service calls to the field men. 
Under the direct wire 
the test-deskmen have made a 
line check and indicated their findings 
on the the 
passed to transmittal clerks operating 


new system, 


once 
history card, ecards are 
TelAutograph transceivers which pro- 
vide Electronic Longhand transmission 
of the pertinent data to three locations 

a dispatching board and two service 
centers. 

Electronic Longhand transmission of 
service data is a relatively simple pro- 
The clerks at the transceivers 
write the information with a stylus in 
natural longhand, and as they write the 
exact 


cedure: 


message is automatically deliv- 
ered to three receiving stations. 

At the for 
the Instan-Forms 
feeding continuously through the re- 
ceiver and these slips are accumulated 
in the early morning before 8 o’clock 
so that repairmen will have jobs wait- 
ing for them when they report to work. 


service centers, instance, 


data is received on 


After eight, however, service calls 
are transmitted to a central dispatch 
board and the repairmen then call in 
directly to get new assignments and 
clear the jobs they’ve done. The in- 
formation reported in—that is, the 


calls of the 
transmitted via the Electronic Longhand 
method back to the test where 
the clerks clear their records by noting 
on the history cards the trouble found, 
the time completed, and the name of 
the serviceman. 

The 


pany is 


clearback servicemen—is 


center 


new the C&P 
simply one phase of a 
gram designed to provide better serv- 
ice to customers of the company. Dur- 
ing the 1955-1957, the C&P 
experienced the greatest growth in its 
history. In 1957, for instance, a total 
of 901,000 C & P telephones were serv- 
ing the and indus- 
tries of the state—an increase of some 
50,000 over 1956 and more than 125,000 
1955. The test centers of Norfolk 
alone serve approximately 120,000 sta- 
tions with this total increasing daily. 
Such factors as estate develop- 
containing hundreds of homes 
in areas where cables and pole 


System at com- 


pro- 


period 


homes, businesses 


over 


real 
ments 
built 
lines had to be placed and central offi- 
ces enlarged compounded the problems 
of the company. These new develop- 
ments had to have telephone service, 
and once telephones were installed users 
were entitled to prompt repair service. 
First, as mentioned at the beginning 


DECEMBER 20, 1958 























































use my feet a lot less.” 



















time, tires, gasoline, and poise. 






should see. 











test-deskmen 


of this article, the are 
relieved of the dispatching chore. This 
gives them more time to concentrate on 
their primary job, testing and analyz- 
ing trouble reports. 

Second, with the Electronic Long- 
hand system the C&P company has 
an “original” handwritten record of 
the information at both the sending 
and receiving end. As the TelAuto- 
graph operators write the data with 
the electronic pen, it is recorded on 
Instan-Forms feeding through both the 
sending and units. At the 
transmitting end, for example, the copy 
can be used for analytical 
If the company wants to evaluate the 
type of calls, the classification of serv- 
ice reporting trouble, or any other fac- 
pertaining to the they 
have a valuable record on the Instan- 
which translated into 
punched cards and later machine-proc- 
essed for management perusal. 


receiving 


purposes. 


tors service, 


Forms can be 


At the receiving-end in the dispatch 
office, the clerk operating the trans- 
ceiver is responsible for classifying the 
trouble calls section and area 
when they come off the machine. Re- 
moving the Instan-Forms from the ma- 
chine, she places them in a unique re- 
volving file at the dispatch board. Then 
as the servicemen call in to clear other 
trouble reports, the girls pull slips on 
new jobs in the vicinity. 


as to 


The advantage here is of the 
most important of the entire system. 
Under the previous method the C & P 


one 


ALEXANDER GRAHAM BELL 
HAD YOU IN MIND 


There is an old saying, “If I would use my head a little more, I could 


Many times in my younger days I have been guilty of driving 15 or 20 
miles, often at excessive speeds, to make a call only to find the man I 
wanted to see was out of town—or in a meeting—or gone for the day— 
and there I would be, breathless and frustrated. 
could have established that fact in a matter of minutes, saving precious 


Or just maybe my customer was in his office, willing to see me, but 
was tied up, and a long wait ensued. 
saved all or most of this waiting time. 
set up for a time when my customer would be relatively free, with a 
certain amount of time budgeted to hear my story. 


In talking to many, many salesmen who do not use the telephone, | 
find there are two basic fears that prevent their using this effective sales 
tool. One is getting past the secretary; the other is, and I quote: “It is 
too easy to turn me down over the telephone.” 

Contrary to the belief of some salesmen, a good secretary’s job is not 
to keep salesmen out of the boss’ office, but rather to let in those he 
It is not difficult to enlist her aid and find that you have a 
strong ally, instead of a tough barrier. 


—Reprinted from the Edgewater Paper Co. 





4 simple telephone call 


Again, a telephone call could have 
An appointment could have been 





had to assign a certain number of out- 
side service people to work directly 
with the test desk on troubles. This 
meant that the outside force was di- 
vided between servicemen on trouble 
calls and on installation calls. And 
even if a qualified serviceman out on 
installations was next door to a trouble 
call, he could not be dispatched to it. 
Frequently, in fact, it was necessary 
to assign the trouble call to a man 
somewhat distant with a resultant loss 
of time and manpower. 


Now, however, the man next door can 
be used to handle the call. The direct 
result—and a primary objective of the 
system—is more flexible use of outside 
forces through direct transmission of 


service calls to the central dispatch 
board, thus resulting in a saving that 
directly translates into money and 
manpower. 

Finally, with the Electronic Long- 
hand method, the C&P has gained 


closer control over their outside service 
force—a factor vitally important under 
the present peak demand conditions. 

In essence, the trial run of direct wire 
Electronic Longhand transmission of 
service information at the C & P com- 
pany has proven completely successful 
from the standpoints of saving time in 
dispatching servicemen and clearing the 
trouble; getting more flexible use of 
outside forces and more specific use 
of test-deskmen; and generally improv- 
ing service to customers of the com- 
pany. 
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NORTH ELECTRIC COMPANY #, 
601 SOUTH MARKET STREET @ GALION, OHIO 
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UR good friend and scout, Dermot 
K. Foley, advises us that the 

General Telephone Co. of Cali- 
fornia appears to have successfully 
solved the problem of what to do about 
the ever-increasing demand for larger 
cross-connecting or “B” boxes, and 
where to locate them. 

There is definitely a limit as to 
what size box can be safely hung on a 
jointly used pole on city streets if the 
climbing space and other required 
clearances are to be observed. This 
limit would appear to have been 
reached with Western Electric’s BD 
606, a sizeable piece of equipment. 

The General company’s approach is 
illustrated in the accompanying photo- 
graphs. The idea of a sidewalk- 
mounted, pedestal-type cross-connecting 
box is simplicity itself and probably 
because of that simplicity 
we are with involved and somewhat 


familiar as 


cumbersome equipment—it has _ been 
overlooked. Basically, the idea is to 
place as many Western Electric H-303 
binding post chambers back to back, as 
required, and then enclose them with a 


folding-door-type sheet metal box. 





Interior view of the above cross-connecting or “B” box. 
are mounted back to back in folding-door sheet metal box. 
this terminal: 1212 pairs in and 1212 out. 
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4 sidewalk-mounted General Telephone 
Co. of California cross-connecting or 
“B’ box—one alternative to the usual 
mounting on jointly used poles. 


The outside measurements of this en- 
closed terminal are 6 feet long, 4 feet 


Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


Binding post chambers 
Ultimate capacity of 






































1442 inches wide. The box is 
anchored on a concrete pedestal or slab 
4 inches above the sidewalk level. The 
required height of the box above the 
ground level would be largely deter- 
mined by the history of the high water 
level during periods of heavy rain or 


high, 


floods in the area. 


An installation of this type has nu- 
merous applications, a few of which 
are: At the junction of underground 
and aerial cable; at the fundamental 
division of feed; at a convergence of 
laterals, ete. 


A well-engineered cross-connecting 
cabinet of the ultimate capacity of this 
1212 pairs in and 1212 out, 
or any desired variation—should prove 


terminal 


a real saving. With such an arrange- 
ment, cable or count transfers could be 
accomplished merely by changing jump- 
ers rather than the more expensive way 
of opening splices. 


It has been claimed that today tele- 
phone directories are the world’s larg- 
est single publishing activity. It is esti- 
mated that there are enough telephone 
books printed at the present time to 
provide every man, woman and child on 
earth with eight pages a year of them. 
More than 40,000 employes are required 
to produce the 91 million copies of some 
3,000 different Bell System directories 
and to handle the auxiliary number 
services of “Information” and _ inter- 
cept. The systemwide cost of providing 
telephone number information is esti- 
mated at 286 million dollars a year. 


Broken down: 165 million dollars 
goes to the printing of the directory; 
local information takes 86 million dol- 
lars; long distance information, 18 mil- 
lion, and intercept service the remain- 
ing 17 million dollars. 


A luxury has been defined as any- 
thing you don’t need that you can’t do 


without. 
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Georgians Feature Industry 


Future, Public Relations 


By Dan 


VALUABLE **Pub- 
lice Relations-Community Living” 
struck one of the keynotes at the 
Georgia Telephone Association conven- 
tion on Nov. 12 and 13 at the General 
Savannah; 204 
registered for this 36th annual meeting. 


summary of 


Oglethorpe Hotel near 


“The sky is the limit on good public 
relations and there is nothing like good 
elations with people,” said C. M. Eber- 
hart, Georgia general commercial man- 
ager, Southern Bell Telephone & Tele- 
graph Co. “Good public relations 
nvolves good citizenship and a good deal 
of unselfish activity in which one seeks 
to improve the community as a whole, 


not just one’s narrow business inter- 


ests. 

Mr. Eberhart recommended that tele- 
phone companies conduct opinion sur- 
veys to determine what the community 
is thinking in order to keep their pub- 
ie relations policies dynamic. The sur- 
vey may be built on employe reports or 
a direct contacting of citizens by self- 
addressed return postcards such as, he 
said, Southern Bell had used and found 
rewarding. 

Mr. Eberhart cautioned: as a neces- 

sary ingredient of good public relations 
the telephone man’s own affairs must be 
in order. 
Southern Bell 
public opinion survey were introduced 
via slides. Findings included the feel- 
ing on the part of the public that pro- 
efficient definitely in- 
volves attention to the “little things” 
as well as the regularly - recurring, 
large-scale activities; also, that service 
has been good for so long that it’s taken 
for granted. 
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Results of a_ recent 


viding service 





S. Fargo 


New Georgia association officers are (be- 
low, left to right): E. R. Britt of Met- 
ter, secretary-treasurer: C. J. Mathews 
of Statesboro, president. Top: Glenn 
Bryant of Hinesville, second vice presi- 
dent, and J. P. Gleaton of Tifton, first 
vice president. 


For the informational part of a pub- 
telling the 
people what’s going on and why—Mr. 
Eberhart said the following are useful 


lic relations program 


means: 


A company’s own employes 
make many valuable contacts. 

The press. 

Support of men’s and women’s busi- 
ness and trade organizations. 

Contact with government at federal, 
state, county and city levels. 

Keeping in touch with rural organ- 
izations. 


they 


Appearances before youth groups- 
especially since 48 per cent of the 
state’s population is 24 and under. 

Another featured speaker, Leon Rob- 
erts, United States Independent Tele- 
phone Association director of informa- 
tion, urged his listeners: ‘“‘Let’s Say Yes 
to the Future.” 

He said we are living in a complex 
society and developments in the tele- 
phone field are no exception. Telephone 
industry complexity out of, 
among other things, electronics, an ex- 
panding population, and the changing 
habits of people. More specifically, these 
developments include: 


grows 


The effect of the transistor. 

The attitude of the public toward use 
of the telephone, especially long dis- 
tance service. 

Shift of the population from urban 
to suburban and rural areas. 

Effects of Direct Distance Dialing 
(DDD), including changes in direc- 
tories. 

Microwave radio installations. 

Multiple telephone usage — trending 
perhaps toward a telephone in every 
room. 

Colored telephones. 


Mr. Roberts said that, in the'not-too- 
distant future, the following develop- 
ments are expected: 


Better and more efficiently designed 
(smaller, lighter) telephones. 
Heavier cable, capable of 
more conversations. 


carrying 


Increased use of underground cable. 

More use of microwave. 

A wave guide, capable of carrying 
400,000 conversations simultaneously. 

More conference telephone use to save 
travel. 

A TV screen to accompany a tele- 
phone. 

Electronic switching — networks of 
gas tubes and transistors. 

To brace ourselves for this expand- 
ing future is going to take teamwork, 
Mr. Roberts advised. The best vehicles 
for this cooperation, he said, are the 
state and national associations, both for 
planning jointly for the new develop- 
ments and for other mutually desirable 
ends, such as the Independents’ proper 
share of toll compensation revenue, and 
adequate radio frequencies. 

Downing Musgrove, of Homerville, 
association president, presided at the 
business session and made a brief re- 
port on the year’s activities. 

H. H. Cabaniss, of Atlanta, pre- 
sented his secretary-treasurer’s report. 

Discussion of a proposed association 
group insurance plan was moderated by 
Cam B. Lanier Jr. of West Point. In 
his introductory remarks, Mr. Lanier 
listed these points in favor of group 
coverage: 


Low cost of such insurance, made 


(Please turn to page 30) 
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View of the Georgia Telephone Association banquet. 


possible by buying in volume, and 
through the spreading of the risk (for 
the insurance company) over the state 
at-large, which tends to compensate for 
any unusual peaks in claims. 

Inability of small companies, indi- 
vidually to obtain coverage similar to 
that contemplated by the association. 

The effect of group insurance cover- 
age in association relationships—gen- 
erally tending to make it a more close- 
knit body. 

Moreover, Mr. Lanier pointed out, a 
participant in the association’s insur- 
ance program may declare himself out 
of it any time. 


Weiler Resigns as Head of 
Southern Nevada Company 


December, H. G. O. 
Weiler is resigning from his position 
as president of the Southern Nevada 
Telephone Co., Vegas, to resume 
his practice as a management, 
and valuation consultant. 

The office of the president will be 
filled by Allye Lawson, the son of a 
previous president one of the 


Effective in 


Las 
rates 


and 
founders of the company. 


Under Mr. Weiler’s direction the 
past four years, company revenues 
have increased from $1,792,000 to $4,- 
735,000; net plant investment from 
$1,968,000 to $13,448,00; stations served 
from 22,000 to more than 40,000, and 
calls per from an average of 
240,000. Net 
income fixed charges 
(after taxes) in the four years has 
gone from $185,000 to $956,000 a year. 


day 
60,000 to in excess of 


available for 


Plan Microwave System in 
Malaya and Singapore 

A 600-channel 
system 


microwave telephone 
Kuala 
capital of the Federation of Malaya, 
and Singapore is planned for operation 
by about May 1959. 
estimated, will cost 12 million Malayan 


30 


between Lumpur, the 


The system, it is 


The association voted in favor of au- 
thorizing the Pilot Insurance Co., 
Greensboro, N. C., to solicit the partici- 
pation of Georgia Independents. 

E. B. Jelks, of Southern Bell, pre- 
sented a demonstration titled: “Power 
Are Follow-Up,” in which he showed a 
method of protecting high 
power surges. 

New directors elected were: J. F. 
Calaham of Atlanta; J. P. Gleaton of 
Tifton; H. C. Hearn of Claxton; Cam 
Lanier Sr. of West Point, and Horace 


against 


Vaughan of Chickamauga. 


dollars (approximately $3,920,000 
American at the official rate, and $3,- 
580,000 at the commercial rate). 

Subscribers will be able to make “on 
demand” telephone calls to Singapore 
and be put through immediately. 

Also, the Federation expects to have 
Distance (DDD) _be- 
tween Penang and Ipoh in the state of 
Perak, within three years. 


Direct Dialing 


It is planned, the said, that 
eventually all the 65,000 telephones in 
Singapore and the Federation will have 
This is part 
lion-dollar (Malayan) development plan 
on the network of 
the country. 
The Malayan 
ment is presently engaged in construct- 
stations on the top of 
hills in the for the 
telecommunications system. 


report 


direct calls. of a 65-mil- 


telecommunications 
public works depart- 


ing microwave 
federation 
trunk 
Six stations are now nearing completion 
at Bukit Kledang, Lambak, 
Bukit Jinsir, Tampin 
and Mantin. 


several 
new 


Gunong 


Gunong Pulai, 


Set Installation Record 
During 1958 in Australia 
During the period July 1, 1957 to 
1958, an all-time 
147,894 new telephones were connected 
in Australia by the Postmaster Gen- 
eral’s Department. Of these telephones, 


June 30, record of 


Other directors are: James S. Peters 
of Manchester; H. M. Stewart of Cor 
nelia; A. M. New of Thomaston; Joe 
Hair of Fitzgerald, and E. R. Britt of 
Metter. 

Also John Birchmore of Comer; 
Glenn Bryant of Hinesville; Mansfield 
Jennings of Hawkinsville; James L. 
Kirk II of Moultrie, and C. J. Mathews 
of Statesboro. 

The 


officers: 


directors elected the following 
President, Mr. Mathews; first 
president, Mr. Gleaton; 
vice president, Mr. Bryant, and secre- 


Mr. Britt. 


vice second 


tary-treasurer, 


98,752 were in metropolitan areas and 
49,142 in 

The previous record 
1956-1957 135,262 


connected. By June 30, 1958, there were 


rural sections. 


was made in 


when stations were 
1,936,960 telephones in service through 
out Australia. 

A record number of 1,589 new long- 
added to 


during the 


distance channels were also 


the Australian network 
past fiscal year. During the past five 
5,450 


been 


years, long distance channels 
have 
to 15,633. 


Special 


installed, bringing the total 


attention has been paid to 
exchanges 
in rural areas. During the 1958 fiscal 


year, 22 new 


the provision of automatic 


automatic ex- 
tele- 
phone exchanges were installed, bring- 
ing the total of 
outside of 


standard 
changes and 149 rural automatic 
automatic exchanges 
capital city 
1,196, including 1,090 rural automatic 
exchanges. 

It is reported that 
tions have been installed in the 11 years 
from 1947 than were provided during 
1947, there 
vere fewer than 12 telephones for each 
100 of the population, at present there 


networks to 


more new sta- 


the previous 67 years. In 


are 20. 


Springs Eternal 
‘No day is without its innocent hope.” 


RUSKIN. 
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Increase and Improve Services 


Use Merchandising Tools, Oklahomans Told 


HE CHANGES 
telephone art mean that now, more 
than ever, Independent telephone 
have to 


evolving in the 


companies present a united 
front through the United States Inde- 
pendent Telephone Association, Hugh 
A. Barnhart, president of USITA, told 
Oklahoma Telephone 


Association which convened on Nov. 5 
and 6 in Oklahoma City. 


members of the 


their 


and 


Companies have changed con- 


cepts of doing business have 


adopted merchandising and _ selling 
campaigns, Mr. Barnhart said. Taking 
a glance into the future, Mr. Barnhart 
predicted that by 1970, direct distance 
will be in service from the 


Hudson Mr. 


Barnhart touched on the increasing use 


dialing 


Panama Canal to Bay. 


of extended area service and the ad- 
vances being made in electronic equip- 


ment. 

The further 
paratively old technique was discussed 
by J. N. 


gineer of 


development of a com- 


Petrie, chief transmission en- 
Automatic Electric Co., who 
recounted the advantages of “Loading 

One of the Tools for Tele- 


phone Transmission 


Solving 
Problems.” 


Up until the invention of the loading 
coil, Mr. Petrie said, the wire size con- 
trolled the extent of long distance tele- 

This coil invented in 
Michael I. Pupin, and it pro- 
new 


phoning. 
1900 by 


was 


vided a means of extending the 


ange of long distance transmission 


when applied to existing copper cir- 


cuits. However, the telephone repeater, 


not the loading coil, was of greater 
significance to transcontinental conver- 


Sation. 


Mr. Petrie that 
been of much greater significance and 


added loading has 
has had a far greater effect on local 
and short haul trunks, since it made it 
practical to use relatively small gauge 
wires in still ade- 
quate transmission because of the ap- 


cables and secure 
proximately five - to- one improvement 
due to loading. 

Three 


tiveness 


reasons for loading’s 
were Mr. 


attrac- 


listed by Petrie: 


(1) It permits securing better trans- 
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mission on 24 ga. loaded pairs than on 
19 ga. non-loaded pairs. This is an 
economic reason. 

(2) Loaded toll terminal trunks pro- 
vide a high return loss when switched 
to inter-toll trunks, making for an im- 
provement in toll transmission and cir- 
cuit stability, and also for lower echoes 
on long distance calls. This is partic- 
ularly significant in connection with 
DDD. 

(3) For many years, large gauge 
cables, such as 19 ga., have been used 
in very long subscriber loops for su- 
pervision and dialing reasons. These 
loops are substantially poorer from a 


Hugh A. Barnhart, president of USITA, 
addressing the Oklahoma convention. 


transmission standpoint than smaller 
gauge loops of the same resistance. 
Loading of these large gauge loops per- 
mits obtaining pretty much the same 
transmission on large or small gauge 
loops right out to the supervision limit 
of the central office. 

A newer development, that of instal- 
lations for SAGE (Semi-Automatic 
Ground Environment) was brought to 
the attention of the conventioneers by 
Col. Houston W. Longino Jr., USAF 
commander, Richards-Gebaur Air Force 
Base, Mo. He gave “The History of 
SAGE, How It Works and How Okla- 
homa Telephone Companies Fit Into the 
SAGE Program.” 


Some of the aids to education, which 


Drucker 


By Dianne P. 


can be rendered by telephone com- 
panies, were described by Leroy Taylor, 
director of the Oklahoma department 
of education, in his talk, ‘Teaching 


by Telephone.” 


In the past, TELEPHONY has publi- 
cized facilities companies can offer to 
shut-in students and to educational in- 
stitutions, and that offer 
these services, should inform the pub- 
lice about them through merchandising 
campaigns. 

G. Howard Briggs, operating vice 
president of General Telephone Co. of 
the Southwest, pointed out that mer- 
chandising has become an increasingly 
activity of the 


companies 


important 
industry. 


telephone 


Telephone merchandising, Mr. Briggs 
explained, means accepting a new atti- 
tude toward capacity in relation to de- 
mand. It means that certain new risks 
must be taken. Companies have had to 
learn to gamble more without a guaran- 
teed return. 

Speaking of 
efforts, Mr. Briggs discussed the Gen- 
eral Telephone Co.’s Washington, Ia., 
Telephone Fair (TELEPHONY, May 3, 17, 
24, and 31; June 7 and 28). 


recent merchandising 


His company has tried this method of 
merchandising in their 
Arkansas exchanges. These 
Fairs were held in the exchange offices, 
or if these did not have enough room, 
in rented quarters, and even banks. 
Products were demonstrated, personal 
contacts were made, and many efforts 
were made to feature local employes in 
the event’s activities. 


Mr. Briggs “All of our 
tomers (are) equally important whether 
they reside in our largest or smallest 
exchange, and it was our desire to let 
all of our customers know about all of 
and products which are 
available for their communication needs 
and convenience.” He felt that there 
had been a merchandising and public 
relations benefit involved in these fairs. 


several of 
smaller 


said, cus- 


the services 


Another General System marketing 
and merchandising activity being car- 
ried out, he said, is a rural market 
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ESPECIALLY IN 


EMERGENCIES 


Graybar’s long experience in serving 
the every day needs of telephone com- 
panies is especially valuable when 
lines go down. 


A nation-wide network of Graybar 
offices and warehouses provide ready 
accessibility to stocks of essential 
telephone supplies. You can depend 
on the fastest possible deliveries of 
emergency replacement items — 
wherever and whenever they are 
needed. 

Experienced Graybar personnel have 
developed the know-how needed to 
initiate immediate action and effi- 
cient follow-through from working 
closely with telephone companies 
daily and through emergencies of all 
kinds. 

Moreover, Graybar is totally owned 
by its operating and retired person- 
nel. That’s why you’re sure to get, 
especially on emergencies, personal 
service from people who have a per- 
sonal interest in giving you the 
assistance you need, when you need it. 


4 


Graybar Electric Company, Inc. 
420 Lexington Avenue, New York 17, N. Y. 


IN OVER 130 


Call Graybar tist Por... rea 


TELEPHONY 





study which has, as its aims, finding 
the farmer’s true communication needs 
and learning what methods, 
mentalities facilities are 


rates would be attractive to 


instru- 
and needed, 
and what 
the farmer, yet sufficient to compensate 


the company. 


Pricing of equipment and services, he 
emphasized, is a definite part of mer- 
chandising. He told of a General of the 
Southwest study in Texas which tried 
to determine whether subscribers would 
prefer to pay a $7.50 installation 
a colored telephone or an 
additional 25 cents per month. Results 
of this Texas test indicated that 25 
cents per month was preferred. 

Another facet of merchandising, 
brought up by Mr. Briggs, is that hav- 
ing extensions, colored telephones, ad- 
ditional 


charge for 


etc. in 
direct 


desires, 


listings, 
would 


employes’ 
homes effect on 
their and the 
ployes’ ability and desire to sell. 


have a 


neighbor’s em- 


Subsequently, he said, the concession 
rate treatment to employes of prac- 
tically all General System companies, 
has been modified to permit concession 
service for all items of 
equipment the company offers. 


service and 

Another side to personnel policy, that 
of good employe-employer relations was 
brought out by C. I. 
dent of Blackwood 


and sponsor, 


Blackwood, presi- 
Business College, 
Dale Carnegie Institute, 


who spoke on “Human 


Relations in 
Business.” 

A highlight of the convention was the 
featuring on Nov. 4 of a 
tion of Independent 
Tom Paxton TV 
WKY-TV. 

The included a_ story 
about Independent telephone companies 
and manufacturers as well as a show- 
ing of items. Actually demon- 
strated for the TV audience were such 
items as the “hands free” telephone, 
Ericofon, and the Electronic Secretary 
as well as automatic dialing units. 

Se * vice president of the 
association, and Joe Trower, associa- 
tion president, both appeared on the 


demonstra- 
telephony on the 
show on channel 


presentation 


new 


Guest, 


program. 

The association re-elected the follow- 
ing directors to three-year terms: A. 
L. McFadden of Ringwood, F. E. Mes- 
secar of Broken Arrow, W. E. Gosdin 
of Oklahoma City, and Joe E. Trower 
of Mannford. 


Wood of Kingfisher was 
elected to fill a one-year unexpired term. 


Truman 


Other directors are R. E. Harris of 
Purcell, D. R. Majors of Carmen, Le- 
roy A. Guest of Davenport, H. R. Peter- 
son of Roosevelt, and Jack Holt of Stil- 
well. 


Officers are Mr. Trower, president; 
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This speaker at the Oklahoma conven- 
tion is G. Howard Briggs operating 
vice president of the General Telephone 
Co. of the Southwest, San Angelo. 


Mr. Guest, first vice president; Mr. 
Peterson, second vice president; Sam 
C. Rich of Oklahoma City, treasurer, 
and Hugh D. Straughn, also of Okla- 


homa City, secretary. 


Offers Reading List on 
Business Administration 

If you can always locate immediately 
any information you want about any 
phase of business administration, the 
publication of Dartmouth Col- 
iege’s Amos Tuck School of Business 
Administration is not for you. 


latest 


But few are so lucky. Consequently, 
the Tuck school has published the sev- 
enth revision, just out, of its “Reading 
List on Business Administration.” Its 
are the whole Tuck faculty 
plus several members of the Dartmouth 


authors 


VITAL LINK 
TO HAPPINESS © 
Re rathrisimas 


DM, 


Economics Department. It’s available 
from Tuck at $2.00 a copy. 

The first re-do of this popular book- 
let since 1952, it lists, briefly describes 
and (in most cases) briefly evaluates 
733 books, periodicals and other sources 
of enlightenment in 59 subdivisions of 
12 areas of administration. 
The number of titles is almost twice 
that in the 1952 edition. 

The works listed are chiefly general 
and introductory rather than special- 
ized or advanced. Selection, according 
to a brief foreword, was on the basis 
of “the same criteria used for previous 


business 


editions—merit, coverage and recency.” 

The major areas covered, with the 
number of subdivisions for each, are: 

Business and its environment 
(eight); management: the science and 
the art (seven), personnel administra- 
tion and labor-management relations 
(three), industrial management (five), 
marketing (five), finance (six), ac- 
counting and budgeting (12), quanti- 
tative methods (five), business law 
(one), international economics (five), 
business history and industry studies 
(one), and business writing (one). 

A 13th section gives “Selected Gen- 
eral Reference and Periodi- 
cals,” and a six-page index lists every 
author, periodical and other 
alphabetically. 


Sources 
source 


The emphasis on recency is reflected 
by the fact that a great majority of 
the books listed have been published 
since the last revision came out. Among 
these, naturally, are the entire listings 
for such newly developing fields as 
automation, electronic data processing 
and linear programming. 


A handful of. st:ll-significant 
works have been retained, however. 
Among them are Wesley C. Mitchell’s 
“Business Cycles and Their Causes,” 
a reprint of Part III of Mitchell’s 1913 
classic, ‘Business Cycles;” Henri Fay- 
ol’s “General and Industrial Manage- 
ment,” first published in France in 
1916, and William A. Paton’s “Account- 
ing Theory,” published in 1922. 


older 


Between Two Extremes 
“When young, we trust ourselves too 


much, and we trust others too little 
when old. Rashness is the 
youth; timid caution of age. Manhood 
is the isthmus between the two ex- 
tremes; the ripe and fertile season of 
action, when alone we can hope to find 
the head to contrive, united with the 
hand to execute.”—COLTON. 


error of 


Basic Virtue 

“Without constancy, there is neither 
love, friendship, nor in the 
world.’’—ADDISON. 


virtue 
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Propose Rate Increases 
For Five N. D. Exchanges 
The North Dakota Public 
Commission on Nov. 13 was to have 
heard an application of the Iowa-Illi- 
“nois Telephone Co., New London, Ia., 
rates at its North Dakota 
exchanges at Devils Lake, Cando, New 
Rockford, Crary, and Webster. 


Present 


Service 


to increase 


and proposed rates are as 


follows: 


Devils Lake & Crary Present Proposed 
One-party business ....$7.30 $9.00 
Two-party business ... 5.70 7.00 
Multi-party rural 
business ; 
One-party residence ... 
Two-party residence ... 
Multi-party residence. . 
Webster 
Onc-party business ... 
Two-party business 
Multi-party rural 
business 
One-party residence 
Two-party residence . 
Multi-party rural 
residence 


4. 6.25 
4 5.00 
3 4.00 
3 5.25 


9.00 
7.00 


6.25 
5.00 
4.00 


5.25 
The company proposes to provide ex- 
tended area between Devils 


Lake and Webster and Devils Lake and 
Crary. 


service 


Virginia Independent 
Announces Financing 

W. Tayloe Murphy, president of Tide- 
water Telephone Co., Warsaw, Va., an- 
nounced on Nov. 20 the company was 
offering its stockholders 20,000 
tional shares of common stock. 


addi- 


The issue had been underwritten by 
four Virginia investment houses headed 
by Galleher & Co., Inc., 
Others are R. M. 
pany 


Richmond. 
& Com- 
Cabell & 
both of 


Armistead 
Branch, 
Patterson, 


of Staunton; 
Miller & 
Richmond. 


Co. and 


The stock was offered until Dec. 10, 
at $23 per share to Virginia preferred 
and common stockholders of 
Nov. 20. Shares not subscribed for by 
those stockholders offered 
to Virginia investors by the underwrit- 
ters at $24 per share. 


record 


were to be 


The company also arranged for the 
issue and Feb. 1, 1959, of 
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sale by 


Courts and Commissions 


$600,000 
bonds. 


The net proceeds from the sale of 
the additional common stock and bonds 
were to be applied toward the payment 
of temporary bank loans and accounts 
payable, aggregating approximately 
$1,157,000, which incurred to 
make capital improvements and addi- 
tions to the Tidewater system. 

Mr. Murphy stated that the board 
had authorized expenditures for the 
year 1958 of approximately $1,200,000 
in order to meet demands for more and 
better telephone service. He estimated 
that during the remainder of 1958 and 
during 1959 construction would involve 


additional] first mortgage 


were 


further expenditures of approximately 
$1,150,000. Included in the latter sum 
is provision for completing the pur- 
chase and installation of equipment for 
Direct (DDD). 

Since the company was organized in 
1945 the number of its telephones has 
increased from 3,560 to 17,628 at Sept. 
30, 1958, all of which are served by 
25 automatic exchanges. 


Distance Dialing 


Two Ohio Independents 
Seek Financing OKs 

Two Ohio companies have filed fi- 
nancing petitions with the Ohio Public 
Utilities Commission, it 
on Nov. 21. 

Eastern Telephone Service Co., Cort- 
land, has asked to $200,000 in 
bonds and 1,500 shares of 542 per cent 
cumulative preferred stock at $100 par 
value. 


was reported 


issue 


Proceeds would be used in part 
to reimburse the company for past ex- 
penditures for improvements. 

The Conneaut Telephone Co. asked to 
transfer $97,125 from its earned sur- 
plus to the stated value of its common 
stock. It wants to issue 971.25 
shares of stock, with a de- 
clared value of $100 a share as a divi- 
dend to holders of its 3,885 outstand- 
ing shares. 


also 


common 


Name Change in Kansas 

The Mullinville (Kan.) Telephone 
Co. was recently incorporated and its 
changed to Telephone Service 
Co., Ine. 


name 


tll. Company Gets Raise 
For Six Exchanges 

The 
has granted a rate increase to the 
Western Illinois Telephone Co., Aledo, 
Nov. 12 (TELE- 


Illinois Commerce Commission 


it was reported on 


PHONY, June 7). 

The increase is effective in the com- 
Aledo, Joy, Little York, New 
Boston, Seaton and Oquawka exchanges 


pany’s 


as follows: 


Ale do 

One-party business 
Two-party business 
One-party residence 

Two-party residence 4.00 5.00 
Rural residence .......... 3.25 50 
Joy 

One-party business 
Two-party business 
One-party residence 
Two-party residence 
Rural residence 
Little York 

One-party business ...... 6.75 
Two-party business 5.50 
One-party residence 4.25 
Two-party residence 3.50 
Rural residence .......... 3.25 
New Boston 

One-party business .00 
Two-party business ...... 5.75 
One-party residence 4.50 
Two-party residence 3.75 
Rural residence 3.50 
Seaton 

One-party business ...... 7.50 
Two-party business ».00 
One-party residence 75 
Two-party residence .00 
Rural residence 3.75 
Oquawka 

One-party business ...... 6.75 
Two-party business 5.50 
One-party residence 25 
Two-party residence 3.50 
Rural residence 3.25 


Old New 
.$7.50 $8.75 
6.00 7.00 


4.75 5.75 


7.50 D0 
6.00 7D 
4.75 5.50 
4.00 .75 


3 75 - 25 


40 


These increases will give the company 
a 3.55 per cent return on its investment, 
according to A. W. Sanders, vice presi- 
dent and general manager. 

Rates for automatic operation at the 
company’s other exchanges are ex- 
pected to be put into effect following 
their conversion. 

Exchange buildings at Preemption, 
Matherville, and Andover have been 
completed and installation of automatic 
equipment is expected by Dec. 31, 1958. 

Work is also in progress at North 
Henderson, Rio, and Alpha where the 
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buildings have been completed and 
cable is being plowed. These exchanges 
are scheduled for conversion in March 


1959. 


Sherrard and Keithsburg exchanges 
also are scheduled for cut-overs some- 
time in 1959. 


Pennsylvania Independent 
Markets Preferred Issue 

Middlecreek Valley Telephone Co., 
Selinsgrove, Pa., announced on Nov. 22 
that it was placing on sale immediately 
2,000 shares of its 5 per cent cumula- 
tive preferred stock. The stock was to 
be sold at $50 per share. 


The company decided to sell the ad- 
ditional $100,000 worth of stock in order 
to complete the expansion projects cur- 
rently under construction and for fu- 
The Middle- 
creek Valley company currently serves 
6,500 than triple the 
number when dial service was inaugu- 
rated in September 1951. 


ture expansion projects. 


stations, more 


Construction of a building to house 
the company’s fifth exchange, located 
at Shamokin Dam, has been completed. 


General of SW Gets Raises 
For 3 Texas Exchanges 

The following rate increases became 
effective in Texas exchanges of General 
Telephone Co. of the Southwest during 


November 1958. 


Follett, Conversion to 
stations, Nov. 12: 


Automatic, 180 


Old 
$4.75 


New 
$9.50 
8.00 
5.25 
4.25 
8.50 


stations, 


One-party business 
Two-party business 
One-party residence 
Two-party residence 
Four-party residence ue 
Gordonville Automatic, 96 
Nov. 1: 

One-party business 
One-party residence 

Four-party residence 3.5 3.50 
Rochester, Conversion Automatic, 
152 stations, Nov. 6: 
One-party business 
Two-party business 
One-party residence 
Two-party residence 
Four-party residence 


9.00 
7.50 
5.00 
4.00 


3.25 


OK Sale of Mo. Independent 

The Christian County Telephone Co., 
Ozark, Mo., on Dec. 1 gained permis- 
sell its property to the Twin 
Lakes Telephone Co., Branson. TELE- 
PHONY erroneously reported on Nov. 
22 that the Inter-Mountain Telephone 
Co. was the purchaser of the Christian 
County company. 


sion to 


CNT Buys Yukon Company 


The Yukon 


operates 


Telephone Co., which 
exchanges at Whitehorse, 
Keno, and Mayo in Yukon territory, 
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has been sold to Canadian National 
Telegraphs, Toronto. The three Yukon 
exchanges will be connected to the pres- 
ent CNT Northwest Communications 
system forming a link between Edmon- 
ton, Alberta, and Alaska. 


C & P Asks Virginia High 
Court to Uphold Increase 

The Chesapeake & Potomac Tele- 
phone Co. has filed a brief with Vir- 
ginia’s supreme court, it was reported 
on Dec. 9, asking it to uphold rate in- 
granted a year ( TELE- 
PHONY, Mar. 15). 


creases ago 


Several Virginia cities and counties 
have asked the court to reverse a Vir- 
ginia Corporation 
allowing the 


creases to 


Commission order 


telephone company _ in- 
produce additional annual 
gross revenues of $6,141,499. The cities 
are Lynchburg, Hopewell, Hampton, 
Norfolk, and South Norfolk; and the 
counties, Arlington and Fairfax. 
Dissenting from the commission ma- 
jority, Commissioner Ralph T. Catter- 
all would have allowed increases to 
provide only $2,770,000 in 
gross 


additional 
revenues. 

The C&P brief filed with the appeals 
court said the case was the fourth since 
World War II, in which the court has 
been called on to review a commission 
order establishing new rates for a Vir- 
ginia public service company. Two of 
these involved rates for the C&P. 

The brief said: “Together, these de- 
cisions establish a comprehensive pat- 
tern of rate-making in Virginia that 
has the unqualified approval of a ma- 
jority of the commission and the unani- 
mous approval of this court.” 


The commission, the brief added, fol- 
lowed that pattern precisely and “no 
substantial was raised that 
had not been considered and decided in 


question 


earlier cases.” 

The localities seek only to reconsider 
questions already presented to, and de- 
cided upon, by the supreme court, ac- 
cording to the brief. 

The municipalities’ brief, filed in 
October, the commission’s 
majority decision was contrary to the 
“overwhelming weight of the evidence,” 
and said a fair and reasonable evalua- 
tion of the record did not support the 
decision. It contended the record in the 
support the 
opinion” of Catterall. 


contended 


case ‘does dissenting 


Ask Rate Relief In Ohio 


The Shelby Telephone Co. on Dec. 4 
announced that it had filed a petition 
with the Ohio Public Utilities Commis- 
sion for a rate increase for its 5,429 
subscribers. 


General of Neb. Raises 
Rate Increase Request 

The Nebraska Commission 
on Dec. 9 took advisement the 
application of the General Telephone 
Co. of Nebraska, Columbus, for an in- 


Railway 
under 


crease in rates, above that initially re- 


quested (TELEPHONY, Nov. 1). 


In its original application on Oct. 14, 
the company asked for an increase in 
of $252,000 year. At the 
hearing on Dec. 8, Joseph L. Van Horn, 
company president, said $300,000 was 
The 


was in 1958. 


revenue per 


needed. company’s last increase 


Mr. Van Horn testified that, during 
the past 12 months, the 
earnings were $214,220 or a 3.23 per 
cent return on the current value of 
plant. The additional $300,000 in reve- 
nue, he said, would provide an addi- 
tional net earning of $140,668, bringing 
the return to 5.11 per cent. Mr. Van 
Horn pointed out that, since present 
rates established, payroll 
had gone up 32 per cent; taxes 52 per 
cent and prices of major items of ma- 
terials 
29 per cent. 


company’s 


were costs 


and equipment 16 per cent to 


Construction and improvement proj- 
ects now in progress, or planned for the 
two-year period ending Dec. 31, 1959, 
come to $3,317,000. 


Paul A. Betty of New York, 
president of revenue requirements and 
financial expert of General Telephone 
Corp., said the historical cost of capital 
for General Telephone Co. of Nebraska 
has been 7.60 per cent but the current 
cost is 7.95 per cent. Average per share 
dividend for the five years ending in 
but the 1958 
is estimated at $1.80. 


vice 


1957, he said, was 
dividend 


The company operates 30 exchanges 
serves 48 communities in south 
central and north central Nebraska. Mr. 
Van Horn late 1960 all ex- 
changes would be automatically oper- 


and 
said by 
ated. 

Ask Residence Rates in La. 


The 


mission on 


Louisiana Public Service Com- 
Nov. 6 took under advise- 
ment requests by five state-supported 
institutions including the State Schools 
for the Deaf and Blind at Baton Rouge 
that Southern Bell Telephone & Tele- 
graph Co. grant them service at resi- 
dence rather than business rates. 


Ask Service Raise In Pa. 
The Commonwealth Telephone Co., 
Dallas, on Nov. 25 filed, with the Penn- 
sylvania Public Utility Commission, a 
proposal to raise the service connection 


(Please turn to page 38) 
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3 ways Automatic helps you 


P-A-B-X 
35 TO 200 LINES 





YOU GET STOCK DELIVERY ON 6 MODELS! 


Automatic Electric stocks a P-A-B-X board to meet 
every need of your subscribers. This means you can 
offer businesses, large and small, a ready-made 
P-A-B-X system. It means you can give quick ship- 
ment, too! As a result, you’ll build sales as well as 
satisfied customers. 


YOUR CUSTOMER GETS TOP QUALITY ! 


The backbone of Automatic P-A-B-X boards is quality. 
Components are identical to those used in the famous 
Strowger central office equipment. That’s why tele- 
phone companies find Automatic P-A-B-X boards 
provide dependable service and minimum maintenance. 


YOU GET A FREE P-A-B-X SALES KIT! 


Here’s everything you need to promote P-A-B-X. 
Prepared by P-A-B-X sales experts. Built around 
promotions successfully used by many telephone com- 
panies. Includes a step-by-step selling plan, complete 
catalog, handy individual data folders, an 8-page 
brochure for mailing or personal presentation, sug- 
gested sales letters, sample survey form and proposal 
—even a sample contract. Write for your free kit. 


Automatic Electric Sales Corporation, Northlake, Illinois. 
Or call Fillmore 5-7111. In Canada, Automatic Electric 
Sales (Canada) Ltd., 185 Bartley Drive, Toronto 16. 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 








charge for new business telephones 
from $4 to $7 effective Jan. 14. It also 
proposed to reduce charges for install- 
ing and residence exten- 
sion telephones if the extension is in- 
stalled at the same time the 


telephone is installed. 


re-connecting 


main 


General of SE Requests 
Raise for Ga. Exchanges 

A Dec. 11 hearing date was scheduled 
by the Georgia Public Service Commis- 
sion on the application of the General 
Telephone Co. of the Southeast to in- 
crease rates at 22 of its exchanges. 

The company serves 28,000 stations 
in 35 Georgia communities. Its largest 
exchange is at Toccoa, which 
about 4,000 telephones. Thirty-one of 
the 35 exchanges have dial service. 


serves 


Present and proposed rates at the 


Fitzgerald exchange are as follows: 


Pres- Pro- 
ent posed 

One-party residence 

Two-party residence 

Four-party residence 

Multi-party residence 

One-party business 

Two-party business 

Four-party business 

Multi-party business 


Approve 6.59 Return for 
California Independent 

The California Public Utilities Com- 
mission on Dec. 2 authorized increases 
in rates for West Coast Telephone Co. 
of California, Crescent City, amounting 
to $35,400, about 40 per of the 
amount requested. 


cent 


The commission approved a rate of 
return of 6.5 per 
change 


cent on local ex- 
intracompany toll opera- 


of California had 


and 
West 


tions. Coast 


been earning 4.21 per cent on a de- 
preciated rate base of $703,630, or net 
revenue of $29,650 from total revenues 
of $280,020. 


In the course of determining these 
amounts the staff 
mated operating and maintenance ex- 
penses approximately $10,600 
than the company did. The commis- 
sion’s decision states that the difference 
results primarily from the fact that 
the staff excluded non-recurring dial 
conversion (The company 
plans to convert its Crescent City ex- 
change 


commission’s esti- 


lower 


expenses. 


manual to automatic 
operation in February 1959.) 


from 


The commission also adopted income 
taxes some $600 under those computed 
by its staff. The commission reasoned 
that the company had used the double- 
rate declining-balance method to com- 
pute accelerated depreciation for in- 
come tax purposes for the years 1954, 
1955 and 1956, although it had reverted 
to the straightline depreciation tax ac- 
counting method for 1957 and appar- 
ently intends to use that method in the 
future. 


Because it used accelerated deprecia- 
tion, the had accumulated a 
reserve for deferred taxes of approxi- 
mately $22,000 at the end of 1957. The 
that this reserve 
will be approximately $20,000 as of the 
end of 1958. 


The therefore, credited 
the portion of the interest on the aver- 
reserve fo 


company 


company estimates 


commission, 


age 
the year 


deferred taxes during 
1958 assignable to exchange 
The in- 


terest rate assigned the reserve was the 


operations, to the income tax. 


same as found reasonable for the com- 
pany’s exchange and intracompany toll 


operations. 


A difference between the company’s 
stated rate base and that adopted by 
the commission was due to the exclusion 
of dial conversion plant 
of the fact that the company’s 
estimates for the year 1958 are based 
on manual operation at Crescent City. 

The and those ap- 
proved by the commission for all the 
company’s exchanges are: 


additions in 
view 


previous rates 


Business: Old Neu 
One-party weep 1645 $ 9.25 
Two-party 6.50 7.75 
Four-party 5.50* 6.75% 
Suburban 9.75 
PBX Trunk 

Residence: 
One-party 
Four-party 
Suburban 


2.19 6.10 


1.50 13.75 


5 5.25 


) 
) 3.00 
arate 50 ~=—-3..80 
*Four-party business service is offered 
only in Crescent City exchange and is 
to be withdrawn as facilities are avail- 
able to upgrade the service, but no late 
than Dee. 31, 1959. 


The noted that the 
company intends to provide full selec- 


4, 


commission also 
tive harmonic ringing on 10-party lines 
following conversion to 
Crescent City. During the 
West Coast stated that if 
complained of noisy suburban lines that 


automatic at 

hearings, 
subscribers 
could not otherwise be corrected, it 
might be necessary to use semi-selective 
rather The 
decision requires the company to ask 
authorization 
before providing other than full selee- 
tive ringing. 


than full selective ringing. 


and obtain commission 


Ask Sale of N. C. Exchange 
Telephone 
asked the 
Commission on 


Central Co., Charlottes- 
ville, Va., North Carolina 
Utilities Dec. 11 for 
permission to sell its Sparta exchange 
to the Skyline Telephone Membership 
Corp., West Jefferson. 


Shown above is the recently converted Hull-Daisetta automatic exchange building of the Hull (Tex.) Telephone Co. 
This conversion was the climax of the company’s dial service program in which all of the outside plant was completely 
rebuilt and new buildings constructed to house Kellogg Type-1l crossbar automatic equipment with four Relaymatics. 


The conversion at 4 p.m. was preceded by a luncheon and followed by dedication ceremonies. 
by over 200 employees, friends, and subscribers. 


The luncheon was attended 


Pictured cutting the ribbon, formally opening the new exchange, is 


Mrs. Neveille H. Colson, state senator from Navasota. Onlookers are, left to right, J. C. Zbranek, state representative from 
Daisetta, who delivered the main address; F. G. Winters, vice president; Mrs. Colson, W. G. Winters, president, and J. E. 


Thompson. 
38 


An open house was also held. 
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worthy of your skill! 


Skill counts most but the job is always easier if you have the right 
tool. And there is a right tool, a Utica standard or custom 

plier, wrench or other hand tool for every need in the electrical 

and electronic industries. All Utica hand tools have been designed 

for perfect balance, drop-forged for maximum strength and 
induction-hardened for great durability. All are backed by famous full 
guarantee. Make your next tool purchase Utica. See if it isn’t 

the tool you would have designed for the job. 


USE UTI TCA... the tools the experts use { 


€x> 
Hallmark of Quality since 1895 UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Eight Telephone Loans 


Authorized By REA 


HE RURAL Electrification Ad- 
ministration has approved the fol- 


lowing loans: 


Amery (Wis.) Telephone Co., $281,- 
000, Dee. 1. 
These funds will enable the borrower 


to furnish initial 
families, and to 


service to 119 rural 


improve service for 
The 
subscribers are now receiving magneto 
service from the Clayton Rural Tele- 
phone Co., which the borrower has re- 


299 


332 existing subscribers. present 


made in 
reimburse the 
rower for this acquisition. 


Provision is 
funds to 


cently acquired. 


the loan bor- 


A new automatic central office will be 
constructed at Clayton. The borrowe1 
is planning service without toll charge 
between the Clayton and Deer Park ex- 
The REA loans to this 
borrower, totaling $924,000, will make 
possible improved service to 
2,092 rural subscribers. The completed 


changes. two 


new or 


system will consist of three exchanges, 
of which Amery and Deer Park are in 
operation serving approximately 1,475 
subscribers. 

George F. 
and manager of the 
phone Co. 


Griffin is both president 


Amery Tele- 
* 


Marshall County Telephone Co., 
Room 530, Syndicate Building, Minne- 
apolis, Minn.; $1,078,000; Dec. 2. 

The proposes to use these 
funds to furnish improved service for 


bo. rower 


2,164 subscribers and to provide initial 
service for 602 rural subscribers in 
Minnesota and North Dakota. 

The 


company plans to acquire, re- 


habilitate, and integrate the following 
telephone 


which 
the existing subscribers: 


facilities are serving 
The Dumont, 
Herman, Elbow Lake, and Wheaton ex- 
changes now and operated by 
the Minnesota Telephone Co.; the Kabe- 
togama-Ray Telephone Co., Ray, Minn.; 
the Oslo (Minn.) Telephone Co. 


two switcher companies—the 


owned 


and 
Eldorado 
Telephone Co. at Herman and the Lake 
Valley Cooperative Telephone Co. at 
Wheaton. 

New automatic offices are 
scheduled for construction at Oslo, 
Kabetogama and Elbow Lake; a com- 
bined 


central 


commercial office will 
be built at Wheaton; and the present 
automatic buildings and facilities at 
Herman and Dumont will be retained 
in the expanded system. The two REA 


this total $2 


automatic 


loans to borrower 


40 


now 


060,000 which will enable it to furnish 
new and improved service to 5,480 sub- 
The will 
consist of 12 exchange areas of which 


scribers. completed system 
six are now in operation serving about 
2,700 subscribers. 

Elnathan Gates is president and man- 
ager of the Marshall County Telephone 
Company. 

« 


Valley Telephone Co., Silverton, Ore.; 
$1,172,000; Dee. 2. 

The proposes to use 
these funds to improve service for its 


new borrower 
3,150 subscribers and to furnish initial 
service to 636 rural families. At pre- 
sent the company furnishes dial serv- 
ice through its Detroit, Silverton, and 
Turner exchanges, and magneto service 
through Aumsville and Mill City. 

The borrower will enlarge the auto- 
matic facilities at both Silverton 
Turner, and provide additional 
for headquarters in the Silverton build- 
ing. The Detroit office will be 
enlarged, and a new combined central 


and 


space 
central 


and branch office building constructed 
at Mill City. The expanded Turner ex- 
change will serve the Aumsville 
area. The completed system will serve 
a total of 3,786 
tion, it will 
for 63 
own 


also 


addi- 
provide switching service 
families their 


subscribers. In 


rural who own 
lines. 

Lowell E. Brown 
and manager of the 


Company. 


is both president 
Valley Telephone 


Win-Tel Telephone 
dom, Tex.; $358,000; 


Co., Inc., Win- 
Dec. 2. 

The new borrower plans to furnish 
initial service for 407 rural families 
and to improve service for its 160 exist- 
ing subscribers. At Win- 
Tel Company and 


present the 
provides magneto 
common battery service. 

A new office will 
Windom. 
create a 
new exchange and construct an auto- 
matic building a! where 


central 
replace existing facilities in 
The borrower also plans to 


automatic 


Telephone, 

there is no service at present. 
James M. Whitworth is both presi- 

dent and manager of the Win-Tel Tele- 

phone Co. 

7 


East Missouri Telephone Co., Bowl- 
ing Green; $208,000; Dec. 4. 
These funds will be used by the bor- 


rower to furnish initial service to 250 


rural families, to improve service for 
103 subscribers, and to complete its au- 
thorized system. About 173 of the fam- 
ilies who will receive initial service are 
in the present service area; the re- 
maining 77 are in the New Hartford 
Switchboard Co. area. The switchers of 
the New Hartford Company 
dismantle their lines as 
dial service is available from the bor- 
rower. 


plan to 


own soon as 


A new automatic office will be con- 
structed at New Hartford. REA loans 
to this now total $650,000. 
With these funds, the company will be 


able to furnish new or 


borrower 


improved serv- 
ice to 1,250 rural subscribers. The sys- 
tem will consist of 
Eolia, 
Hartford, and Silex. 

W. R. 
manager of the 
phone Co. 


automatic ex- 


changes at Martinsburg, New 


Buchanan is 
East 


and 


Tele- 


president 
Missouri 


Golden West Telephone Cooperative, 
Wall, S. D.; $167,000; Dec. 4. 

These funds will enable the borrowe) 
to furnish modern, automatic telephone 
service to 403 
264 will be getting service fo. 
the first time. As a nucleus for the new 
service, the cooperative plans to acquire 
facilities: The Wasta 
and the New Under- 
Independent Switcher No. 2 in 
the borrower’s present New Underwood 
exchange area. 
ative 


rural subscribers, of 


which 


the following 
Telephone Co. 


wood 


In addition, the cooper- 
rights to terri- 

other small 
switcher companies. The owners have 
agreed to abandon their facilities and 
become regular subscribers of the 
Golden West cooperative. 

New automatic are 
scheduled for construction at Wasta 
and Enning to serve the expanded ter- 
ritory. 


will gain access 


tories served by six 


central offices 


The two REA loans to this borrower, 
which total $913,000, will enable it to 
furnish service to 
1,089 subscribers. The completed sys- 
tem will consist of seven automatic ex- 
changes of which five are in operation 
serving approximately 600 subscribers. 


new or improved 


Ingebert G. Fauske is president and 
O. S. Soma is manager of the Golden 
West Telephone Cooperative. 


Ardmore (Tenn.) 
$460,000, Dee. 4. 


Telephone Co., 

These funds will enable the borrower 
to improve service for 417 subscribers 
and to furnish service to 
subscribers. The existing subscribers 
are now receiving magneto service from 
the Minor Hill Telephone Co., the Dell- 
rose Telephone Co., and the Boonshill 
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Telephone Co. The borrower proposes to 
acquire, improve, and consolidate these 
facilities. 

A new automatic central office will be 
both the Dell- 


and a new 


constructed to serve 
Boonshill 


building 


ose and areas, 
will 


Mino: 


porrowel 


automatic replace the 
Hill. REA 
total $1, 
2,171 
and in 


facilities at 
this 


present 
loans to now 


062,000 which will benefit rural 


Ala- 
bama. The completed system will con 
sist of The 


operation, 


subscribers in Tennessee 


five exchanges. Ardmore 


exchange is in serving ap- 
proximately 600 subscribers. 

K. W. Rogers Jr. is president of the 
Ardmore Telephone Co. 


ager is N. P. Edmondson. 


and the man 


Wabash Telephone 
Louisville, Ill.; 


Cooperative, 
$276,000, Dee. 5. 

The loan will enable the borrower to 
provide improved service for 180 rural 
subscribers and initial service for 203 
families. As a 


service, the 


ural nucleus for the 


new cooperative plans to 


acquire the Mt. Erie Mutual Telephone 
Co. In addition, it will acquire, by aban- 


donment of switcher facilities, territory 


north of Enterprise. 


A new automatic central office will be 


for 
® RELIABILITY 


@ SERVICE 


® NATIONALLY 
KNOWN 
TELEPHONE 
SUPPLIES 


LOOK JI 
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constructed at Mt. Erie to serve the 


expanded system. 

About 2,387 rural families will benefit 
through REA loans totaling $1,135,000 
to this borrower. The completed system 
will consist of six exchanges. The Bibl 
Grove, Louisville, and Xenia_ ex 
changes are in 
1,100 


operation serving ap 


proximately subscribers. 


Chloren Krutsinger is the president 
of the Wabash Co-op and the manage 


is Vaughn Brown. 


Expand Telephone System 
In Angola, Africa 

Telephone services in Angola, Africa, 
are being expanded in two 


Nov. 17 


areas, ac 


cording to a report. 


begun on a tele 
phone network for Vila Marechal Cai 


mona 


Construction has 


and on an automatic telephone 


exchange in the port area of Luanda. 
If work progresses as sche luled, Ca 
before 


with provision fo 


mona will have 300 telephones 
the end of the year, 
300 more, if, and when, needed. On 
completion of Carmona’s exchange, the 
Province will have approximately 1,000 
manually operated common battery tele- 
phones. 


The 


plete, will have a capacity of 800 lines 


Luanda exchange, when com 


for general public use and 150 lines fo 
use of port and railway services, bring- 
ing the total number of automatic tele- 
Luanda to 


phones in approximatel) 


1,000. 
Addition of the 800 telephones to the 


Luanda system will alleviate the tele- 
phone shortage somewhat, but will not 
begin to meet the need. The list of ap- 
plicants for telephone’ service’ has 
grown since construction of commercial 
buildings in the city and private homes 
in the suburbs has continued at a high 


rate. 


N. D. Company Seeks Raise 
For Five Exchanges 

A hearing was scheduled on Dec. 
before the North Dakota Public Service 
Commission on the application of the 
Sheyenne Telephone Co., Pekin, for au- 
thority to increase rates. 

The proposed increases would affect 
McVille, Pekin, Tolna, 
Hamar, and Warwick. 


subscribers at 


Adds Territory In lowa 

The Iowa-Illinois Telephone Co. has 
been granted a franchise to operate in 
the territory 
Lockridge 
Lockridge 


formerly served by the 
(la.) Telephone Co. The 
company plans to abandon 


its facilities. 


Prompt delivery of your order as specified is assured 
by Lindsay’s fast, efficient, personalized service. 


Lindsay specializes in telephone supplies only... 


warehousing a complete line of the finest nationally 


known brands ... your guarantee of the best 
as you want if... when you want it. 


THE 


LINDSAY TELEPHONE SUPPLY C0., «.. 193: 


360 East Highland Road, Northfield, Ohio ¢ Telephone: IMperial 7-718! 





News 


TELEPHONE SWITCHBOARD 
LAMPS—A new look in tiny telephone 
switchboard light bulbs has resulted in 
a drastic 


ere ey 


the amount of 
usable light emitted, Westinghouse Elec- 
tric Corp.’s Lamp Division announces. 


increase in 


The new-shaped bulb has a flat top 
which permits the filament to be posi- 
tioned close to the end of the bulb. The 
change results in a 60 per cent increase 


in end footeandles, Westinghouse re- 


ports. This means that panel and switch- 
board indicator lights will be brighter 


and easier to see without any increase 
in bulb wattage. 


Frank M. the 
Westinghouse photo-miniature lamp de- 
partment, pointed out that in telephone 
switchboard and panel applications, only 
the tip of the little T2 bulb is exposed. 
Lamp performance, therefore, is judged 
by the amount of light emitted from the 
end of the bulb. 


Ogden, manager of 


The new bulbs are interchangeable 


with the conventional type panel lamps. 
Request NP996. 
. 


BROADBAND VHF ANTENNA—The 
Communication Products Division of All 
Products Co. announces an advancement 
in broadband VHF antenna design with 
the development of its APC Type CV-3 
System. 


gest | 


ial ues 


Intended to greatly extend air-to- 
ground communication distances by util- 


izing tropo-scatter propagation, the CV-3 


42 


on New Products 


oT eee BES 


consists of a broadside array of eight 
vertically polarized corner reflector ele- 
ments arranged two wide and four high. 
Radiator elements are sleeve-compen- 
sated dipoles with type II baluns; all 
elements are fed in phase by means of 
an unusual feed network resulting in 
extremely wide bandwidth, the company 
states. The entire 90 to 160-megacycle 
frequency range is covered without ad- 
justment. 
the 


db above an isotropic 


from 19 
radiator. 
is 2:1. 
The antenna is structurally designed 
to withstand winds of 100 knots (true) 
without 


Gain of varies 


to 21 


Maximum VSWR over range 


system 


failure and ice loads up to 


14-inch radial over entire surface with- 
All Products 


The antenna is guyed with non- 


out damage, according to 
Co. 
metallic Dacron inter- 


rope to prevent 


ference with pattern. 


Both (optional 
hand-crank or remote electrical) models 


fixed and rotatable 
of the antenna are available from the 
company to increase the utility of the 


Request NP997. 


system. 


MULTIPLEXING EQUIPMENT — A 
new line of compact and flexible multi- 
plexing equipment, called MC-20, has 
been Metorola. Up to 
18 toll-line-quality subcarrier channels 
can be applied to a broadband micro- 


introduced by 


wave carrier signal with this new equip- 
ment. 


Double sideband frequency modula- 


tion is employed in the new gear to 
achieve reliability, simplicity of oper- 


ation and high signal quality, Motorola 


TELEPHONY PUBLISHING CORP. 
608 S. Dearborn St. 
Chicago 5, Ill. 


Please have the manufacturer send 
indicated by the following numbers: 
NP996 ; NP997 
NP 1000 ; NP1901 


NP1004 ; NP1LOOS 


Company 
Street 


Town and 


12/20/58 


states. The 48 subcarrier channels and 
the service channel occupy a bandwidth 
extending from 200 kilocycles to one 
megacycle. 

The basic Motorola multiplex chan- 
nel terminal 3% inches 
rack space, enabling the mounting of 
up to 15 terminals in a standard 7-foot, 


units occupy 


19-inch wide microwave equipment rack. 
Additional can be mounted 
in unused space on the RF rack. 


terminals 


Each 


of a 


channel terminal unit consists 


subearrier transmitter subchassis 


with its unit, a 


subcarrier receiver with its frequency- 


frequency-controlling 


determining unit, an audio termination 
subchassis, a signaling subchassis and a 
power supply. 


Motorola states it has included the 


patented, plastic-encased ‘“Permakay™ 


filter in the subchassis receivers of the 
MC-20. Each channel has its own power 
(Please 46) 


turn to page 


me without obligation the literature 


NP998 NP999 


NP1002 NP1003 
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Advertising 


leaves less money 


for profits 


J. H. Jewell refutes this one... 


Mr. J. H. Jewell, vice president in charge of marketing, Westinghouse 
Electric Company, says: ‘“‘ Well-planned industrial advertising is a cause — 
never just a result—of sales and profits. In today’s economy the quality of com- 
munications in selling is as important as the quality of production equipment.” 


Progressive managements realize they must 
make effective use of all the channels of communi- 
cating with markets salesmen, publication ad- 
vertising, direct mail, trade shows, catalogs, films — 
if enough products are to be sold to insure full-scale 
employment and full use of production facilities. 

Advertising has been proven to be the lowest- 
cost way of making up people’s minds. It reaches 


more people, more often, with carefully-controlled 
messages. 

When salesmen call on people who have been pre- 
conditioned by advertising, their task is easier, their 
own efforts more effective. 

That is why more and better industrial ad vertis- 
ing leads to a greater share of market preference 
and greater profits. 


NATIONAL INDUSTRIAL ADVERTISERS ASSOCIATION, INC. 


271 MADISON AVENUE, NEW YORK 16, NEW YORK 


An organization of over 4000 members engaged in the advertising and marketing of industrial products, with 
local chapters in ALBANY, BALTIMORE, Boston, BuFFALO, CHICAGO, CLEVELAND, CoLuMBUS, DALLas-ForT 
Wortn, Denver, Detroit, HAMILTON, ONnT., HARTFORD, Houston, INDIANAPOLIS, Los ANGELES, MILWAUKEE, 


MINNEAPOLIS-ST. PAuL, MONTREAL, QUE., NEWARK, NEw York, 


PHILADELPHIA, PITTSBURGH, PORTLAND, 


RocHESTER, Rockrorp, Sr. Louis, SAN FRANCISCO, TORONTO, ONT., TULSA, YOUNGSTOWN 
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Nearby Kellogg Supplies help 
restore service after 
— lowa tornadoes 


= Vas 
~- @e- « 


Thanks to close-at-hand supplies from Kellogg, La 
Porte, Iowa’s telephone service was rapidly restored 
after heavy tornado damage in late spring. Close co- 
operation between M. W. Wagner, manager of La, 
Porte’s telephone company and the Kellogg regional 
warehouse in Kansas City, Kansas put 750 tele- 
phones back in service within ten days although miles 
of line were down throughout the area. True to the 
traditions of the telephone industry, more fortunate 
neighboring companies sent emergency service per- 
sonnel into La Porte to help with restoration. 


La Porte’s disaster is typical of that faced each 


CHICAGO, /LLINO/S 


he 
bal 
5. 


de. 


year by hundreds of independent companies through- 
out the country. In all cases, and at all times, the 
regional Kellogg warehouse stands ready to be of 
service, as with La Porte. 

Completely stocked and equipped, you'll find 
your Kellogg warehouse the ideal place to fill your 
supply needs, regardless of how large or small your 
requirements may be. 

Kellogg Switchboard and Supply Company, 6650 
South Cicero Avenue, Chicago 38, Ill. Communica- 
tions Division of International Telephone and Tele- 
graph Corporation. 


Communications Division of 


TP 





For Decimonic Ringing Systems—tThe 
K-5 Subcycle supplies permanently accu- 
rate ringing frequencies and closely regu- 
lated ringing voltages. Requires little pow- 
er to operate and minimum maintenance 


LORAIN PRODUCTS CORPORATION. 


Ting. LOG, 
/ io’. - od r 
¢ - SG 


| oat ae 


Simple and Effective! The quick, easy, 
positive way to dry splices in lead-covered 
cable is to sprinkle Drierite Dessicant gran- 
ules in among the conductors. This W. A. 
HAMMOND DRIERITE COMPANY product 
will not harm the sheath, conductors, or 
insulation. 


Regional Offices and Warehouses: 


CALIFORNIA 

23 Broderick Road, Burlingame, Calif. 
OXford 7-5780. TWX SAN MATEO CAL 06 
GEORGIA 

1594 Southland Circle, N.W., Atlanta 18, Ga. 
SYcamore 4-2441. TWX AT 351 

ILLINOIS 

4600 So. Tripp Ave., Chicago 32, Illinois 
CLiffside 4-4300. TWX CG 3296 

KANSAS 

7th & Sunshine Road, Kansas City 15, Kansas 
MAyvfair 1-4418. TWX KC KAN 1055 
MINNESOTA 

6100 Excelsior Blvd., Minneapolis 16, Minn. 
West 9-6715. TWX MP 1195 

NEW JERSEY 

165 Prospect Street, Passaic, New Jersey 
PRescott 9-3610. TWX PAS 1067 

OHIO 

1555 West Fourth Street, Mansfield, Ohio 
LAfayette 4-6511. TWX MANS O 132 
TEXAS 

1515 Turtle Creek Blvd., Dallas 7, Texas 
Riverside 7-5191. TWX DL 02 

EXPORT 

165 Prospect Street, Passaic, N. J. 

PRescott 3-5100. TWX PAS 1067 


A Single Circuit Protector for both indoor 
and outdoor use. The Type O9U is equipped 
with Tru-Gap dischargers, carbons, 7 amp. 
fuses, a porcelain base, and a gasket and 
locking device. A product of COOK ELEC- 
TRIC COMPANY. 


Type 177 Terminal-Loading Case. A 
cast aluminum combination terminal box 
and housing for loading coils. For use with 
the new rural distribution wire for 6, 11 
and 16-pair capacity. Available in 8 types. 
Terminals, available with or without pro- 
tectors, accommodate loading coils of 88MH 
or 44MH inductance. COMMUNICATION 
EQUIPMENT & ENGINEERING CO. 


Copperweld Lashing Wire—.091 or .080 
special soft copperweld lashing wire is rec- 
ommended for areas subject to corrosive 
fumes or atmosphere; should be used with 
copper or copperweld strand. Coiled by 
CABLE SPINNING EQUIPMENT COMPANY. 


ANACONDA ALPETH CABLE 
with plastic-insulated conductors 


Full color coding for quick identification, 
splicing, terminating. All pairs guaranteed. 
Aluminum shield, longitudinally applied, 
offers low resistance, corrugated for flexi- 
bility. Polyethylene insulated conductors 
have excellent electrical properties, high 
moisture resistance. High-molecular-weight 
polyethylene jacket for mechanical protec- 
tion, high moisture- and corrosion-resist- 
ance. ANACONDA WIRE & CABLE CO. 


Strand Mounted Terminals—providing 
new Reliable Fuseless Protector Unit for 
station or cable protection. Static dis- 
charges are dissipated across the elements 
to ground. With repeated heavy discharges 
—from fault currents or power surges— 
carbons are shunted as the attendant heat- 
ing permanently closes a metallic circuit 
to ground. Made by RELIABLE ELECTRIC 
COMPANY. 


~ 
em 


oe 


Outstanding Battery Performance is 
yours when you choose Gould Plante Bat- 
teries. Thick, grooved, pure lead positive 
plates give many years of trouble-free serv- 
icel Made by GOULD-NATIONAL BATTER- 
IES, INC., the finest money can buy. 





SEAL OUT TROUBLE... 


Permanently 


with Easy-to-Use 


KEARNEY Airseal 


Corrosion and oxidation are no 
longer maintenance problems when 
your ground rod connections are 
sealed with KEARNEY Airseal. 
This weather-proof compound 
forms an air-tight coating over 
any shape connection with a 
simple squeeze of the hand. Air- 
seal will not deteriorate . . . even 
when used on ground rod connec- 
tions below ground. It remains 
pliable indefinitely . . . at tempera- 
tures from -50°F up to 250°F. 


For time-saving 
use KEARNEY 
Airseal — avail- 
able in conven- 
ient sized pads, 
orin 10-foot rolls. 


For Better Construction .. . For Safer Maintenance 


Specify 263 


KEARNEY 
PRODUCTS 


4224-42 Clayton Ave. * St. Louis 10, Mo. 
Canadian Plant: Guciph, Ontario 


supply. Consequently, the failure of 
one channel does not affect the others. 
All test points, screwdriver adjustments, 
jacks and the metering socket are 
mounted symetrically on the front panel 
of the basic channel terminal to facili- 
tate maintenance. 

Uses to which the new Motorola mul- 
tiplex equipment may be put include 
telemetering, teletype, supervisory con- 
trol; telephone or switchboard ac ring- 
down: magneto ringing, simplex or du- 
dial and subscriber 


plex: telephone 


line; simplex or duplex push-to-ring; 
E & M 
party 


simplex 
VHF 
radio control, remote or console; inter- 
toll dial, E & M 
NP998. 


ringdown signaling, 


line with selective dialing: 
signaling. Request 


BATTERIES — The 


of Gould-National 


Divi- 
Inc. 


Industrial 
sion Batteries, 


has introduced a new line of light- 
weight, space-saving stationary batteries 
for switch alarm tele- 


gear, system, 


phone, control, signaling, emergency 
light and other applications where bat- 
teries are used as stand-by emergency 


power. Available over a capacity range 


of from 40 ampere-hours to 960 am- 
pere-hours—the new line of Plante bat- 
teries is designed for full float service. 

The Plastrite jar saves 30 to 40 per 
cent floor space, permits increased bat- 
tery room capacity and reduces storage 
rack requirements, the company states. 
The high impact resistant plastic con- 
bulge under 


tainer will not or warp 


heat, it is said. 
The new Plante battery features sev- 


eral construction improvements. A new 


leak-proof post seal utilizes a soft rub- 
ber O-Ring in compression to seal the 
post against seepage, and the acid-proof 


seal eliminates corrosion and wet covers. 


Positive plates made from a_ pure 


lead blank rolled to close tolerance and 
scored to 


uniformly large 


surface area, enable the plante to float 


present a 


at uniform charging rate throughout its 
life. 

Breakage of the plastic cover due to 
the weight of the battery elements is 


eliminated with an integral molded 
ledge on each end of the jars, that sup- 
The ele- 


shifting, 


ports all the element weight. 


ments are prevented from 
even though a cell may be accidentally 
inverted, since the 


U-shaped plastic 


support is bonded to the jar edge. 

New terminal posts have a high ratio 
of contact of posts to the connector as- 
suring full current carrying capacity 
with maximum voltage from cell to cell 
at all times. All posts have bolt holes 
in both directions that permit assem- 
bling cells end to end or side to side. 


Request NP999., 


CARRIER-ON-RADIO — The 911 
VHF Communications System, a_thin- 
route carrier-on-radio package provid- 
ing four to eight voice channels for 
installation, is 


Elec- 


tric Co. line of telecommunications sys- 


quick and economical 


the newest addition to Lenkurt 


tems. 


The carrier-radio package offers flex- 
ibility in its 


band FM radio equipment with certain 


combination of narrow- 
standard Lenkurt carrier equipment, In 
addition to voice channels, it can pro- 
vide order wire, control and supervision 
circuits. 

The features of the Lenkurt 911 sys- 
tem, with its lightweight and easy in- 
stallation, make it adaptable both to 
permanent application to light traffic 
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toll routes and to temporary use for 


seasonal or emergency requirements, 


the company points out. 


Typical permanent applications could 
link central offices to each other, or to 
isolated settlements or branching routes, 
with 


small groups of toll-quality § cir- 


cuits. A typical four-channel arrange- 
ment, provided by combining the radio 
equipment with Lenkurt 45CX carrier. 
occupies only 2 square feet of floor 
space and about 4 feet of rack space. 
It can be pole-mounted in a weather- 
proof cabinet. The eight-channel sys- 


tem uses Lenkurt 33B carrier. 


When ordered as a system, the equip- 
ment is shipped as a factory-wired and 
tested package ready for installation, 


making it suitable for providing cir- 
cuits to summer resorts, construction 
sites and military installations, and for 
emergency restoration of service. The 
transmitter-receiver and power supply, 
together weighing only 120 pounds, are 
common to the several optional forms 
in which the 911 package is available. 


The radio equipment may be oper- 
ated anywhere from 148 to 174 me at 
the 50-watt power output. The 119-db 
system gain offers maximum span 


length with low signal-to-noise ratio. 


Request NP1000. 


ELECTRIC GENERATING PLANTS 
—Eight new series of diesel-driven elec- 
tric generating plants, from 50,000 to 
200,000 
by D. W. 


watts, have been announced 


Onan & Sons Inc. 


These are the sizes (All KVA ratings 
are at 0.8 Power Factor) : 


Series 50DFA—50,000 watts, 62.5 
KVA—Continuous Rating 

Series 60DFA—60,000 watts, 75 KVA 
Standby Rating 

Series 75DFB—75,000 watts, 93.75 
KVA—Continuous Rating 

Series 1OODFC— 100,000 watts, 125 
KVA—Standby Rating 

Series 125DFD—125,000 watts, 
156.25 KVA—Continuous Rating 

Series LSODFE—150,000 watts, 187.5 
KVA—Continuous Rating 

Series 175DWF—175,000 watts, 
218.75 KVA—Continuous Rating 

Series 200DWF—200,000 watts, 250 
KVA—Continuous Rating 

Continuous rating=For primary 
power in heavy-duty applications or 
standby service. 


Standby rating—For intermittant or 
continuous service not exceeding a few 
hundred hours per year. 


Note: This definition of ratings is 
done at the request of the engine manu- 
facturer and is not limited by the gen- 
erator rating. 


These new Onan Diesel generating 


sets have been developed especially to 
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meet the demands for auxiliary Diesel 


emergency electric power. 


With this increased capacity, Onan 


diesel-driven standby plants now have 


the necessary power to operate essen- 
tial electrical loads such as automatic 
heating systems, air conditioners, eleva- 
tors, communications systems, motors 
and lights for as long as these services 


are required, the company states. 


New Onan diesel electric generating 
plant, Model 150DFE—rated at 150,000 
watts, 187.5 KV A. 


Where the new Onan Diesel units 
are rated for continuous duty (SOKW, 
75KW, 125KW, L50KW, L75KW, 
200KW), they will prove suitable as 
primary power units on construction 
sites or similar applications where 
heavy-duty generating plant service is 


required, according to the company. 


Each Onan plant in these new series 


is a complete, self-contained electric 
generating set, with the Diesel engine, 
alternator, exciter and control panel 


assembled into one compact unit. 


the new Onan 


150,000 
capacities, are Cummins diesel engines. 


I75KW and 


Prime movers for 


electric plants, up to watt 


In the two larger sizes, 


C. W. Onan, president of D. W. Onan & 
Sons Inc., displays one of eight new 
models in the firm’s line of Diesel elec- 
tric generating plants—200KW unit 
capable of supplying the normal elec- 
trical requirements of more than 100 
homes. In sharp contrast to huge 200,- 
000-watt Diesel plant is the smaller 
generator set in the foreground. This 
is the original “*Ten-Lite,” the first gaso- 
line engine driven electric plant made 
by Onan. 


better, safer 
equipment 


Whether it’s tool belts or safety straps 
... pliers or wrenches . . . grips or 
climbers, linemen and electricians 
know they can expect the highest in 
quality when their equipment carries 
the name Klein. 


For more than a century Klein has 
been the leader in designing and pro- 
ducing tools and equipment to serve 
the exacting needs of the utility field. 


Today, wherever power lines or 
communication lines are strung, Klein 
tools and equipment are in greater de- 
mand than ever, assuring safer, speedier 
line construction and operation. 


WRITE FOR FREE TOOL GUIDE 


A free copy of the new Klein Pocket 
Tool Guide will be sent on request. 


ASK YOUR SUPPLIER 


Foreign Distributor: International 
Standard Electric Corp., New York 


Mathias KLE ' N= = 


McGORMICK R 





200KW, the driving engines are Wau- 
kesha diesel units. 

While individual features of each 
unit vary according to specifications, 
all models of both Cummins and Wau- 
kesha Diesel engines operate at 1,800 
RPM. Each is directly connected to an 


Onan single-bearing, four-pole, revolv- 


ing field alternator. 
: On models rated at 5O0KW, 60KW 
: and 75KW, the alternators are equipped 


. with a de rotating exciter connected to 
DROP WIRE the main rotor shaft. They are matched 
—_— } 1 . } to a quick-response automatic voltage 
‘ regulator assuring a_ high-stability ex- 

citation system, 

On Onan models rated at LOOKW and 
up, the Onan alternator is equipped 
with the new Onan-developed (no movy- 
ing parts) static exciter and magnetic 
amplifier regulator. 

Stable generator operating conditions 
are established within two seconds fol- 
lowing any sudden change in load be- 
tween no load and full load or between 
full load and no load, the company 
states. 

A control panel, containing complete 
equipment to operate both engine and 
generator, is mounted in a_ self-con- 
tained, enclosed cabinet on top of the 
generator. 

A complete selection of optional ac- 


cessories including automatic line trans- 


for ion er fers is available for each model. Request 
NPILOOL. 
* 
astin ro S TRUCK TOOL COMPARTMENTS— 
Utility Body Co’s new Series TC-tool 


compartments are designed for uni- 


versal mounting on any pickup truck or 
flat bed vehicle. 
String your drops with Alphaduct. They'll last 
longer, serve better and lower your costs on 
maintenance, repair and replacement. 


Fabricated of heavy gauge steel and 


electrically welded into compact com- 


The tough DuPont neoprene jacket resists 
abrasion, aging, moisture, sunlight. The Alpha- 
duct insulation sticks to the conductor like glue. 
Step-testing during every phase of manufac- 
ture insures uniform high quality, and the 
handy carton packaging protects the wire until 
you're ready to use it. 

So sure are we ... that you'll not find a 
longer lasting drop wire . . . that every coil 
is dated .. . so you can see for yourself that 
it lasts like we say it does. 

Alphaduct neoprene jacketed drop wire is 
available in parallel, twisted pair and dumb- 
bell type construction. Try it. 


partments they are constructed so they 
can be purchased individually or in 
* . . . 
On y : pairs depending on requirements. 
° b = ie el 
Ur CONVENIENS The Series TC-tool compartments con- 
vert an ordinary truck into a versatile 


service vehicle by adding lockable and 


ALPHADUCT WIRE AND CABLE COMPANY protected carrying space for tools, part 


CHarter 9-8090, P.O. BOX 709, NEW BRUNSWICK, NEW JERSEY and other equipment without sacrificing 
rter 9- , P.O. > ’ ‘ _ an mgr 
NATIONAL DISTRIBUTORS—AUTOMATIC ELECTRIC SALES CORP., NORTHLAKE, ILL. your leeting aren. The Sees be. & 
LEICH SALES CORPORATION, CHICAGO, ILL. available in two sizes—Model TC-72 for 

REGIONAL DISTRIBUTORS—THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO : aes ae 
_ PANKEY SUPPLY COMPANY, CHARLOTTESVILLE, VA. '2 ton pickups and Model TC-84 for % 
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ton pickups. There is additional optional 
equipment available with the Series TC- 


tool compartments. 


Complete mounting instructions are 
furnished. Request NP1002. 


HYDRAULIC DERRICK—LUtility 
Body Co. also has announced its new 
Model | DHDS hydraulic derrick with 
side movement allowing it to reach 9 
feet to either side from center line of 
truck chassis. It provides sheave heights 
of 25, 27 and 29 feet. An extension 
of the derrick side legs allows an addi- 
tional 2 feet in each of these sheave 


heights. 


Model DHDS is designed to go to the 
ground and apply 3,000 to 4,500 
pounds down pressure on derrick sup- 
ported digger. It has a lifting capacity 
from 2,500 pounds with sheave at 
ground level to 12,500 pounds at maxi- 
mum elevation, will body load 8,500 
pounds and handle side reach position 
loads up to 3.500 pounds. The new der- 
rick has a safety factor of three in all 


positions. 


Mounting platform is elevated by 
boost rams. The control valve operat- 
ing these boost cylinders automatically 
controls the main cylinder. Each side leg 
cylinder is operated by a separate valve 
and these cylinders are an integral part 
of each leg. Model DHDS is also avail- 


able without side reach feature. 


The movement in the hydraulic der- 
rick allows line trucks to park parallel 
to curb, reducing obstruction of busy 
streets. The adjustable side legs sim- 
plify the digging of anchor holes with 
minimum of truck maneuvering. 

Side, fore and aft and up and down 
movement of Model | DHDS make it 
possible to completely plumb any pole 


without use of a pike, the company 
states. Request NP 1003. 


. 
WHEEL DITCHERS—Two new wheel 
ditchers, Models 772 and 773, have 


just been added to the Barber-Greene 
line. The B-G ditcher group now in- 
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New Kellogg K-31 
Carrier System 


Ideal for Rural Subscribers 


Kellogg’s new K-31 rural subscriber carrier system pro- 
vides telephone companies with toll quality subscriber carrier 
at low cost. The system is completely transistorized, features 
printed circuits, miniaturized sub-assemblies and plug-in 
construction. 

Standby power, consisting of two small batteries and a 
transistorized charger in a pole-mounted housing, is avail- 
able. This is possible because power consumption is less than 
three watts even during talking. 

K-31 has built-in compandors to assure quiet talking cir- 
cuits and is automatically regulated to eliminate the effect 
of changing weather conditions over a wide range of carrier 
line losses. 

Line-up and test procedure is very simple—a single level 
control for each direction of transmission. Terminating tele- 
phone type jacks are provided for ease and speed in testing. 
Installation time is held to a minimum by the use of a unique 
pole-mounted housing with built-in protected terminal 
blocks for external connections. 

These design features plus top quality components and 
workmanship make K-31 reliable and stable in its operation. 

Ask your Kellogg sales representative for full details. 


Kellogg Switchboard and Supply Company, 6650 South 
Cicero Avenue, Chicago 38, Illinois. Communications Divi- 
sion of International Telephone and Telegraph Corporation. 
Regional Offices and Warehouses: Sce two-page Kellogg ad- 
vertisement pages 6-7 for complete listing. 





FAST, LOW-COST WAY 
TO INSTALL PIPE... 


push it under streets, roads, 


tracks, lawns with a timesaving 


GREENLEE HYDRAULIC PUSHER 


Speed underground piping jobs this way. 
Greencee Pusher is one-man-operated (by 
hand or with power pump), portable, simple 
to set up and use. No tearing up of pavement, 
floors, lawns . . . does away with extensive 
ditching, tunneling, backfilling, repaving. 
Greencee Pusher cuts job time to a fraction 


. . . often pays for itself on first job. 


Two feet per minute average pushing time 

GREENLEE Pushers are available in two sizes: No. 790 for 34" 
to 4" pipe . . . No. 795 for pipe over 4”, concrete sewer pipe, 
large ducts. Average performance of No. 790, shown above 
with power pump, two fect per minute. Write for literature. 


=> 
GREENLEE 


GREENLEF TOOL CO. 
2072 Columbia Avenue @ Rockford, Iilinois 
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cludes several models of all three 


ditcher types; wheel, ladder and vertical 
boom. 

Though smaller, the two new models 
follow closely, the over-all design of the 
wheel machine, 


company’s first 


Model 774. 


type 


maximum of 5 feet 6 
inches deep and offering a complete 
range of digging widths from 14 to 24 


inches, Model 772 is specially designed 


Digging a 


to handle numerous applications in the 
telephone field. 

Model 773, identical in 
mechanical details, differs in that it of- 
fers a 


which is 


wider crawler tread and either 
14-inch or 16-inch wider crawler pads, 
instead of the 10-inch wide pads which 
Model 772. This re- 


sults in greater floatation. 


are offered with 


Among the many engineering and de- 
sign features common to both the 772 
apey 
and 773 are: 
Dual Range Hydra-Crowd. A feature 
exclusive on Barber-Greene ditchers. A 
new, all hydraulic transmission elimi- 


nates all gear shifting for crowding 
speeds. The operator has, at his finger- 
tip control, an infinite range of crowd- 
ing speeds from 0 to 28 feet per min- 
ute. These are completely independent 
of wheel speeds. Hydra-Crowd also pro- 
vides for instant reverse of the machine. 
and also offers an automatic “hill-hold- 
ing” valve to prevent overcrowding on 


down hill operation. 


Flexible Drawbar Design. This means 
lessened strain and twisting during dig- 
ging, thus minimizing wear and increas- 
ing machine life. It also permits either 
the 772 or 773 to dig on a curve far 
sharper than possible with a conven- 
tional rigid wheel mounting. The wheel 
and chassis are connected by two flex- 
ible couplings which permit movement 
back and forth, regardless of the wheel 
position. This permits from 314° to 5° 
shift to either side, in the relation of 
the wheel to the chassis. 


Engine Mounting. Reverses the 
power unit from its conventional posi- 


tion and puts the mechanical and hy- 


the front of 
the machine for easy accessibility. A 
flexible shaft 


mits vertical wheel movement with less 


draulic transmissions at 


longer, more drive per- 
universal joint movement and thus, less 
wear. Being a telescoping shaft, it per- 
the 


mounted on 


wheel differential to be 


the 


mits 


wheel frame and ad- 
justs to all wheel positions. The engine 
placement also improves the balance of 
the machine. 

New Digging Wheel Drive. Features 
a split digging wheel drive shaft which 
delivers power uniformly to both sides 
of the wheel, through a differential 
mounted on the wheel frame, transmit- 
ting power to short, fully guarded final 
A single rigid unit, the 


chain drives. 


wheel drive chains remain in constant 
tension, eliminating the dangerous and 
possibility of chains 


time consuming 


jumping sprockets. 


Automatic Overload Protection. Pro- 
vided by a balanced flew of power from 
the engine, plus a digging wheel clutch. 
The clutch can be instantly dis-engaged 
will the 


digging load exceeds safe limits. 


and automatically slip when 


New Crawler Design. Features a sin- 
gle takeup adjustment, through which 
crawler tension can be adjusted in one- 
with 


tenth the time necessary conven- 


tional designs. 


Stand- 
It of- 
fers belt speeds up to 630 feet per min- 


Mechanical Spoil Conveyor. 
ard equipment on both models. 
ute, coupled with wheel speeds. As an 
driven 
Also 
top speed of 630 feet per minute, but 


optional, a_ hydraulically con- 


veyor may be furnished. with a 
infinitely variable in speed and instantly 
reversible. It is independent of all 


other drives. 


Controls. All controls on Models 772 
me 

and 773 are mounted on a small con- 

the 


controls consist of 


sole immediately in front of 
Most 


finger-tip operated 


op- 
erator’s seat. 
small, hydraulic 


valves. 


Brakes 


Complete the use of hy- 


Hydraulic 
Wheel Hoist. 
draulic power and controls on the 772 


and 773. Request NP1004. 


and Hydraulic 


ELECTRIC HOIST—Three new mod- 
els of the 


electric hoist, 


Chisholm-Moore Lodestar 
the 


doubling 


extending capacity 
the 


lifting speeds in the one-half and one- 


range to two tons and 


ton sizes, have been announced. 

Model R has a capacity of two tons 
and a lifting speed of 8 feet per min- 
ute; Model L has a one-ton capacity at 
16 feet per minute, and Model J has a 
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Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They ore moisture and 
grease proof... easy to keep clean. 
NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


Our geographical location 
means QUICK SERVICE. 
4 


Pr 


sf — 
on Pe bal le ae 
SSRI 


ia CAA OG 


Cord and Wire Co. 


1723 W. MONTROSE AVE. 
CHICAGO 41, ILL. 
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one-half ton capacity at 32 feet per 


minute. 
Also announced is a new, low head- 


room type Lodestar trolley. Request 


NP1005. 


Name Power to School 
Group, March of Dimes 


Donald C. president of the 
General Telephone Corp., is serving as 


Power, 


of the communications 
New York Citizens 
Committee for the Public Schools, Inc., 


according to an announcement by Ward 


1958 chairman 
committee for the 


Melville, chairman of the Committee’s 
The New York Citi- 
zens Committee for the Public Schools 


special advisors. 


is an independent, non-profit educa- 
tional organization focussing public at- 
tention on the needs of public schools 


throughout the state. 


Mr. Power was also named co-chair- 
man of the New York March of Dimes 
it was announced on Dec. 4 by Robert 


W. Moore, general chairman. 


Dollar Economy 


“Economy is a_ savings-bank, into 
which men drop pennies, and get dol- 


lars in return.”—H. W. SHAW. 


Correction 


In making up final forms for 
TELEPHONY’s December 13 issue, 
our printer transposed the cuts at 
the bottom of page 30 in the 
Alabama-Mississippi convention 
doubt 
matched the three-person caption 


report. No our readers 
(which appeared first) with the 


photo at the right, and vice versa. 


Pat. No. 2688704 eee: 


the slightest drop in voltage. 
Actually anticipates power failure 
BEFORE voltage drops below a usable 


” ACTS... 


- automatically to guarantee abso- 
lutely uninterrupted power. Not one 
precious second lost in load transfers. 


SAVES... 


... UP TO $300 PER MILE on new 
Micro Wave installations. Just one 
compact Micro-Power Unit replaces a 
costly array of complicated equipment. 


POWER 
a“ 


For Complete Information Write . . 


UNITED STATES 
MOTORS CORPORATION 


102 W. FIFTH AVE. OSHKOSH, WISCONSIN 
5| 





NOW 


a Complete Program 
To Train Telephone Technicians 
Quickly, Easily, Economically! 


BASIC FUNDAMENTALS AC-DC 
ELECTRICITY, ELECTRONICS, CARRIER 
THEORY AND OPERATION ADVANCED 
TELEPHONE CARRIER TECHNIQUES. 


For Individuals or Company Classes 
Home Study or In-Residence 


Now, for the first time a practical, com- 
prehensive training program developed in 
collaboration with major American tele- 
phone companies and equipment manu- 
facturers and perfected in actual use by 
plant engineers and installation technicians 
TT! fully qualifies you to install, operate 
and maintain telephone equipment 

Write for complete information TODAY! 
Use this convenient coupon! 


———TELEPHONE TRAINING INSTITUTE —-—— 


P. O. Box 1986 Dept. A 

Portiand 11, Oregon 

Please send me full information about TTI's 
unique training program. 

Name - 

Company 

Address 

City 


EXTRA Holding Power 
QUICKLY Installed 
TOUGH For long life 


EVERSTICK 
ANCHORS 


For new construction and maintenance 
— Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resiliant, rust 


resistant malleable iron. The toughest 
anchors made. Write for bulletin. 


GIs Literature 


ANTENNA SYSTEMS—Andrew Cata- 
log 22, a 96-page product and facility 


book, has been prepared by the Andrew 


Corp. for inclusion in the reference 
library of antenna system planners and 


engineers, 


The company says this catalog fully 
‘overs its antennas, antenna systems, and 


transmission line products. 


Included in the Andrew catalog are 
new product developments in 21-inch 
waveguide, high power transmission 
lines, ground-to-air and telemetry anten- 
nas, microwave and two-way communi- 
cation antennas, and the introduction of 
two new sizes of Heliax (flexible coaxial 


line). 


In addition to complete engineering 
data on Andrew products, the catalog is 
described as including a special 16-page 


TELEPHONY PUBLISHING CORP. 


608 S. Dearborn St. 
Chicago 5, Il. 


section of general antenna systems engi- 
neering information. Request HL463. 


TRANSMISSION LINE AND AC- 
CESSORIES — Prodelin Inc. has just 
announced the publication and avyail- 
ability of Bulletin 589, a comprehensive 
guide to their full line of hard drawn 
copper or aluminum outer conductor 
transmission lines together with com- 
plete lists and descriptions of connec- 
tors, supporting hardware and other ac- 
cessories for transmission assemblies 
plus full performance data, curves and 
charts. 


All items listed in this bulletin have 
been produced in accordance with speci- 
fications MIL-L-3890 and TR-134, and 
can be used by contractors operating 
within the limitations of these specifi- 
cations. Low loss, low VSWR, broad- 
band characteristics are found through- 
out as well as Prodelin’s patented 
reactance-compensated pin-type insu- 
lator assemblies and compensated anchor 
insulators. Included are % inch, 15s 
inch, 314 inch, and 614 inch, 50-ohm 
transmission lines and 6!4 inch, 75-ohm 


Request HL464. 


lines. 


TOGGLE BOLTS 
a new two-color bulletin No. 7001, de- 


The availability of 
scribing and illustrating a diversified 
line of toggle bolts has been announced 
by the Diamond Expansion Bolt Co., 
Inc. 


Complete information on minimum 


Please have the manufacturer send me without obligation further infor- 
mation on the products described in the following numbers: 


HL463 
HL467 
HL471 


HL4164 
HL468 


I  o:cas a dc dash W obrana ce ee ah etme 


Company 
Street 


Town and State 


12/20/58 


HL465 : 
HL469 


HL466 
HL470 


ete Bain wiets Title 
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back-up clearances required and holding 
strengths of the spring-type bolts is pro- 
vided. Text material and cut-away line 
drawings detail installation instructions. 

Also included is description of four 


special types of bolt heads. Specifi- 
cations provide diameters, lengths, 
weights, catalog numbers and packaging 


information. Request HL465. 
* 


POLE LINE HARDWARE—The Pole 
Hardware Division of Malleable Iron 
Fittings Co. has issued a new catalog. 
listing and describing its complete line 
of malleable iron pole line hardware for 
the telephone, power and railroad in- 
dustries. The MIF line has been broad- 


ened. 


Among the new products listed for 
the first time are transmission hardware, 
distribution crossarm gains and spacer 
type aerial cable clamps. Listing of re- 
designed products include guy hooks, 
aerial cable clamps and grid gains. 

The catalog is divided into 11 sections 
including introductory general infor- 
mation, index and price list sections. 
Each section divider has an individual 
tab for quick and easy, back and forth 
reference. 

In addition to offering specification 
information, the text of each section 
gives design advantages, application and 
installation instructions. Installation 
photos as well as individual product 
photos are included, permitting clearer, 
faster understanding as to how these 
products are used. Request HL466. 


BATTERIES — The Industrial Divi- 
sion of Gould-National Batteries, Inc. 
has published a new 12-page catalog 
to help industrial battery users select 
and install the new Gould Plante bat- 
teries in switch gear, alarm = system, 
telephone control, signalling, emergency 
lighting and other services where batter- 


ies are used for standby power. Bulle- 
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tin No. GB 1783 carries complete spe- 
cifications and installation data for the 
Plante batteries from 
40 ampere-hours to the large 960-am- 


new lightweight 


pere capacity cell. 

tabulated 
include ampere hour capacity, discharge 
cell weight 
and electrolyte required. In 


Engineering specifications 
rates, over-all 
per cell 
addition to illustrating the various prop- 


dimensions, 


erties of the compact Plastrite jar, an 
exploded view of the Plante cell shows 
battery 


features. 


components and new design 


Concise installation data is given with 


recommended dimensions for 


storage 
racks in two step, three step and dou- 
ble tier 


show rack construction. 


constructions. Scale drawings 
The discharge 
characteristics of the DPR, EPR and 
FPR cells are included 


Request HL467. 


in graphical 
form. 


CALCIUM BATTERIES—A new 12- 
page reference and specification catalog 
titled “Gould Calcium Stationary Bat- 
teries for Full Float Applications” has 
also been issued by Gould-National Bat- 
teries. Designed to help industrial bat- 
tery users in selecting the new Calcium 
storage batteries, the catalog discusses 
suggested uses, proper installation pro- 


cedures and development of the Cal- 


cium stationary battery. 

Featured in the catalog is a step-by- 
step procedure for calculating all size 
requirements with the new battery. En- 
gineering tabulated = in- 
clude ampere hour capacity, discharge 
rates, cell 


per cell and electrolyte required. 


specifications 


over-all dimensions, weight 

In addition to illustrating the various 
properties of the new Plastrite jar, an 
exploded view of the Calcium cell shows 
battery components and new design fea- 
Bulletin No. GB 1848 
complete specifications and installation 
data for the new 


tures. carries 
lightweight Calcium 
batteries from 50 ampere-hour to the 
large 1140-ampere capacity cell. 


Concise installation data is given with 


recommended dimensions for storage 


racks in two-step, three-step and double- 
tier constructions. Scale drawings show 


rack construction. Complete discharge 


characteristics of the DC, EC and FC 
cells are included in graphical 


Request HL468. 


form. 


STATIONARY BATTERIES—De- 
tailed specifications and installation data 
for a new lightweight Kathanode battery 
is contained in a 12-page catalog, also 


issued by the Gould-National Batter- 


THE MODEL R” 
DEHYDRATOR 


AUTOMATIC 
IN OPERATION 


The Model "'R" Dehydrator is designed to supply 
dry air to aerial and underground telephone cables. 
It is especially suited for small installations of 80 
miles or less of cable. Wall or relay rack-mounted, 


the Model "R" 


is approximately 24" high, 28" wide 


and 8" deep. Operating voltage is 115 volts, | 
phase, 60 cycle, and the output is 700 standard 
cubic feet per day maximum, with a dewpoint of 
—65°F. Other outstanding features are: 


@ Hi-Lo pressure switch 
for alarm 


@ Humistat for alarm 
above 4% Relative Hu- 
midity. 


Power failure relays 


@ Mechanical control 
valve for stand-by cir 
supply (0O.P.N.) in 
event of power failure 


Additional safety fea- 
tures on Air Compres- 
sor 


and separate fustct 


By-Pass Valve & Alarm 
for excessive Relative 
Humidity. 


Power supply is 115- 
volt, AC on the De- 
hydrator and Air 
Compressor 


for further information, phone or write: 


S & 
P. O. 


Box 1309 e 


G MANUFACTURING CORPORATION 
New Orleans 10, La. @¢ 


JAckson 5-3142 


ies. Bulletin GB-1833 carries complete 
data on all cells from 50 ampere-hours 
to 1,140-ampere-hour capacity cells. Re- 


quest HL469. 


FASTENERS, HARDWARE AND 
DRILLS—A new two-color catalog that 
full line of 


masonry and hollow wall fasteners, pole 


describes and illustrates a 
line hardware and masonry drills is now 
available from the Diamond Expansion 


Bolt Co. 


Also included are illustrated installa- 
tion hints for the latest additions to the 
Diamond line—DHD Hammer Drive 
Masonry Anchors, Wing Ding wall screw 
anchors and Wing Ding gun, and Dou- 
ble Keystone machine bolt expansion 


shields. Request HL470. 


TWO-WAY COMMUNICATIONS 
PARTS—Motorola Communications & 
Electronics, 
1959 


Buyer’s Guide. The guide has been con- 


Inc. has announced the 


edition of its Communications 
siderably enlarged from previous issues 


and features two-way communications 
parts, kits, chassis, test equipment and 


accessories. 


New sections have been added, cov- 


ering not only the normally required 
replacement parts and equipment, but 
also many kits and accessories designed 
to provide more efficiency in communi- 
the 1959 


guide’s features are new and improved 


cations systems. Among 
test equipment, printed circuit repair 


kits and information and components 


needed for split channel conversion. 


For simplified usage, the catalog is 
illustrated with photographs, drawings 
and diagrams. Request HL471. 


James R. Kearney Corp. 
Appoints Two Executives 

Charles Wenner has been 
president of James R. Kearney of 
Canada, Ltd., succeeding the 
Walter Heinrich. 

Mr. began his 
1921 as a salesman with the James R. 
Kearney Corp. in St. Louis. In 1950, 
he became manager of the 
firm’s operation, later 


named 


late 


Wenner career in 


general 
Canadian and 
was named vice president. 

Lincoln Wagner, vice president and 
assistant treasurer of the James R. 
Kearney Corp., St. Louis, has been 
named executive vice president and a 
member of the board of directors of 
James R. Kearney of Canada, Ltd. This 
directorship fills the unexpired term of 
the late Walter Heinrich. 
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Bell Builds Drvy-Land “Ocean” 


To Test Underwater Cables 


DRY-LAND Chester, 
N. J., with the environment found 
two 


“ocean” at 


nautical miles deep in the 
Bell 
engineers fo} 


long-term testing of underwater cables. 


sea, is unde 


construction by 


Telephone Laboratories 


The man-made ocean, the only one 
of its kind in the world, will help ex- 
cable 


amine 


‘‘aging,’’ the minute 


changes in electrical characteristics 
which may occur as the telephone cable 
the floor of 


rests on an ocean. 


For better design of cables and sub- 
marine cable systems, Bell laboratories 
engineers want to know whether cables 
age, the magnitude of aging, why the 
takes physical 
changes in cables constitute that aging. 
The 
actually 


aging place and what 


either 
laying a test cable in the sea 


answers would require 


and making measurements during the 


period of sea exposure, or building a 


land-based ocean. 
The engineers discovered that a sim- 
ulated ocean would be about 75 per cent 


cheaper than the cost of one-time oper- 


ation in the deep sea, and would per- 


mit much more accurate control and 


measurement of cable samples. 


The 
long, 


Chester is 315 feet 
feet under the 
ground. The “‘bed” of the simulated sea 


“ocean” at 
and buried 7 
is a concrete trough 3 feet in depth and 
8 feet in 


concrete 


about width, with pre-cast 


Atop the 
Going to 


slabs for a 
trough are four feet of soil. 
the 7-foot depth assures reasonably con- 


cover. 


stant earth temperatures the year 


"round. 

The trough will be filled with wate: 
maintained at an ocean bottom temper- 
ature of 37 fahrenheit by 
means of a of cooling 
within the trough 
meaningful 


degrees 
network pipes 
walls. To ob- 
measurements, this 
held to within 
one-tenth of a degree during measure- 


cast 
tain 
temperature must be 


ments. 


In the trough will be 10 lengths of 


steel tubing arranged in pairs, each 
tube large enough in diameter to hold 


a typical undersea cable plus salt wate? 


COLLINS TE-302 
TRANSISTORIZED CARRIER 


TELEGRAPH SYSTEM 


¢ No relays required * Compatible with Western Electric 43A equipment 
¢ TWX facility * No outboard vacuum tube amplifier needed 


Leading the industry in telegraph 
carrier development, Collins is 
now delivering TE-302 Systems, 
the first transistorized frequency 
shift telegraph carrier systems in 
operation at 60, 75 and 100 wpm. 


lh 
COLLINS 


\_4 


DECEMBER 20, 1958 


For complete information about 
the TE-302 System, write Collins 
Radio Company, Texas Division 
Sales, 1930 Hi-Line Drive, Dallas 
7, Texas. 


COLLINS RADIO COMPANY 


DALLAS e 


CEDAR RAPIDS e BURBANK 


with the 
two 


approximate salinity found 


miles below the surface of the 


ocean. 
An hydraulic will 
5,000 


system maintain 


pounds of pressure per square 
inch inside each tube to duplicate con- 
ditions at a depth of 12,000 feet. Each 
cable sample, 630 feet in length, will 
be looped in a pair of pipes so that 
both ends will be available at one point 


for measurement. 


end of the 
installation will provide for cable ten- 


Ground anchors at one 
sioning to simulate cable-laying condi- 
will be applied for a 
brief period after 


in its tube and will be reduced slowly 


tions. Tension 


the cable is placed 


to provide conditions duplicating a trip 
from ship to ocean bottom. 
The cable which finally is left in the 


simulated ocean will be subjected to 
tests lasting from five to 10 years. The 
undersea laboratory is expected to be 
with the 


tests beginning shortly thereafter. 


completed in late November 

The man-made ocean is the design of 
O. D. Grismore and J. W. Phelps, both 
Bell engi- 


of whom are Laboratories 


neers. 
No Escaping 


“What 
BYRON. 


exile from himself can flee?” 


| Rae 


} 
Si  F] i 


it 





TELE-MUFF Jr. 


The Head Set Ear Cushion 
Designed Especially for 
Switchboard Operators 


Me | 


Made of Soft Pliable 
Vinyl Foam 


® Easy on Ear 
@ Inexpensive 
® Attractive 


Write for Details 


Thanks for your splendid re- 
sponse. All orders being 
shipped promptly. 


TELE-MUFF CO. 


Box 832 
San Fernando, Calif. 


~ SAFER 
~ LONGER LIFE 
LIGHT WEIGHT 


HALEY'S 


CEDAR POLES 
& 
FIR CROSS 
ARMS 


Light in weight and clean. PENTA- 


chlorophenol treated in our modern 


plant for protection against decay, 


moisture and insect damage. 


TWO strategically located yards: 


MINNEAPOLIS, | MINNESOTA 
FINDLAY, OHIO 


R. G. HALEY & CO. 


SPITZER BLDG. TOLEDO 4, OHIO 


PUTTING PHONE POWER 


Concluded 


part-time, until you can see 
program is worth expanding. 

(6) What advertising are you now 
doing, and how can your telephone 
campaign take advantage of it? Do you 
have, or can you get, direct mail mate- 
rial that might be used to precede Oo 
follow up your telephone calls? 

(7) Finally, are 
staffed to handle the 
that might be 
telephone campaign? 


that the 


you sure you 
immediate 


deve loped by 


are 
busi 
the 


ness 


Only when you have the answers to 


all these questions are you ready to 


conside youl 
And, 


a lot of trouble, no campaign has much 
chance of this kind 


actual telephone ap 


proach. while this may seem like 


success without 
of thinking-in-advance. 

Up to now, my remarks 
pretty specific. I 


that 


have been 


hope I’ve convinced 


you the telephone can be one of 
the most effective working tools in you 
business—if it’s used right. 


Suggestions on Selling 

Now I'd like to end up with 15 sug 
gestions that apply to any type of tele- 
phone selling: 

(1) Choose Know in 
advance exactly what you hope to ac 
complish. Then make every word you 
say lead toward the objective. 


jour approack, 


(2) 


interest. 


A ppeal to the self- 
You first 
must mention a 

something that 
to do what you 


(5) 


pros pe ct’s 
sentence 0} 
benefit to the prospec 
will make him wan 
want him to do. 

Then practice 
it closely with- 
This is par- 
part-time ol 


Prepare a seript. 
it until you can follow 
out actually reading it. 
ticularly important foi 
inexperienced employes. 

(4) Be 
out the objections you’re likely to en- 
counter, and your answers to them. 
Often you can plan your script to fore- 
stall some of these before 
they are brought up. 

(5) Pick the best hours to call. Often 
just before lunch and late afternoon 
are best for calling businessmen. Mid- 
morning, mid-afternoon, early evening 
and Saturday morning are usually good 
for calling homes. But, watch such 
things as favorite television programs, 
special local events and conditions, ete. 

(6) Be free to 
talk. If his replies are guarded, or if 
he seems ill-at-ease or impatient, ask if 
it would be better for you to call later. 

(7) Know hou to 
prospect’s name. If 
ask—an operator or secretary if pos- 
sible, but if not, the person himself. 
Nobody objects to talking about his 
own name. And once you’re sure of 
the name, use it. 

(8) Identify yourself fully and 
clearly. Speak distinctly and _ confi- 
dently, and make sure the prospect un- 
derstands you. Ending your identifica- 
tion on a rising inflection, and waiting 
for the prospect’s “Yes” is a good idea. 


ready for objections. W rite 


objections 


sure the prospect is 


pronounce the 
you aren’t sure, 


(9) Be considerate of secre taries. If 


fron 
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you what the call is about, 
fully and willingly. Get he 
on your side, and she can help you a 
lot; try to bypass her, and you may 
egret it. 

(10) Refer to direct 
has preceded you 
mediately afte) 

(11) Never 
“T understand you) 
the othe) 


, . 
talking too muel 


one aSKS 


tell he 


If a lett 
call, mention it in 
identifying yourself. 


mail, 


argu Say something 
viewpoint, M 


hand 


like 
Jones. But on 

(12) Avoid 
is the commonest 
selling. Your call should be a conversa 
tion, not a monolog. Get the 


carefully 


This 
erro ei telephone 


prospect 
to talk DY 
questions. In 
how to appeal 
(13) Always “ask 
People hate to 
legitimate, 
when the 
sure to give hin 


asking 
doing 
to him. 


worded 


eer” 
*h. So eve ! 
has seemed cold, be 


se 


courteous approac¢ 
prospect 
a chance to say 
He may surprise you. 

(14) Don’t ask for a 
prospect isn’t *¢ 
later. Don’t him to call yor 
He may not call at all, or he 
when you aren’t prepared fo 

(15) Take 
make so many 
get tense or tired. 
it immediately, 
suffe 


callback. Tf a 
available, you call hin 
expect ] 
may Cal 
him. 

Don’t 
calls in a that you 
Your voice will show 
you 


frequent hreaks. 


row 


and esults wi 


that if 
you 


I promise these 


will 


you'll put 


ideas to sales costs 


work, 


come down and your sales results wil 


go up. 
Thank 
tell 


you'd 


this 
Phone 


you fo opportunity to 
and if 


have any 


you about Powe} 


like 


problem associated with 


more details 01 


own use 


you. 
of the telephone, we at the telephone 
to help 


obligation. 


company are always availa’ le 
you without charge oO! 


Call us up sometime! 


Plastic Coating Facilities 
Acquired By Performed 

Preformed 
land, has announced the acquisition of 
facilities from Industrial Rubber & 
Plastics Co., 552 E. 99th St., Cleveland, 


to neoprene dip and plastic coat certain 


Line Products Co., Cleve 


of Preformed’s products which are used 
primarily to attach and support covered 
power and telephone conductors. 
Thomas F. 
that this 
full-time use of the coating equipment 


Peterson Sr., president, 


said acquisition will permit 


to speed production and increase the 


output of coated dead-ends, tangent 
supports, lashing rods, spacers, armo) 
rods and 


line guards, as well as ad- 


vanced pole-line accessories currently 


in the development stage. 


Evil Begets Evil 
“He that toucheth pitch shall be de 
filed therewith.”—BIBLE. 
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FULLY COLOR CODED 
EXCHANGE AREA CABLE 

TO REA PE-22 SPECIFICATIONS 
FOR AERIAL & DUCT SERVICE 


FOR INFORMATION ON OUR 
COMPLETE LINE OF PLASTIC 


INSULATED TELEPHONE WIRE 
AND CABLE — WRITE FOR 
NEW CATALOG 


THE REX CORPORATION — 100 Hayward Road 
West Acton, Massachusetts 


INDEPENDENT 
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- ~ Fate tr. Aerial Tents 
GENERAL [| Cable Benders 
MACHINE PRODUCTS Cable Blocks 


COMPANY, INC. * Cable Lashers 
Old Lincoln Highway at 4 


Pa. Turnpike, Trevose, Pa. “— 1) Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 


Reels 
RS Power Reel 


O Cable Bender ( B, C, D, E & G Cable Lashers 


Special Purpose Tools To Specifications 
Over 500 various items of Line Construction Tools, Maintenance Literature on Request 


& ataraidbems wane in stock bad immediate Shipment 


oe id 


This announcement appears as a matter of record only. 


> $15,000,000 


General Cable Corporation 


>» 4%% Sinking Fund Debentures Due 1983 


These securities have been placed 
privately for investment through 


the undersigned. 


Paine, Webber, Jackson& Curtis Kidder, Peabody & Co. 


Incorporated 


December 10, 1958. 
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followed, although a good many cus- 
tomers of teleprinter services, includ- 
ing the General Services Administra 
tion, urged the commission to take such 
action. 


Without getting too technical about 
it, it would seem that the U. S. Supreme 
Court decision in the Memphis case 
provides at least a wholesome precedent 
for all federal regulatory commissions, 
in weighing the respective interests of 
consumers and regulated companies 
True, the Memphis case involved a 
contract rate, in which the gas com 
pany’s customers had voluntarily con 
tracted to agree, in advance, to un 
specified ate increases. We do not 
have a comparable situation in the tele 
phone field because telephone companies 
do not enter that kind of a contract 
with their customers. That is peculia) 
to the business of wholesale gas supply 

3ut, at least we know that a majority 
of the highest court feels that these 
federal regulatory statutes—for natural 
gas (Natural Gas Act), for interstate 
electric service (Federal Power Act), 
and for telephone service (Federal 
Communications Act) were all intended 
by Congress to be administered on the 
behalf of fair balance between cus- 
tomers’ and company investors’ intere 
Such a_ precedent should prove } 
valuable to telephone companies, as 
well as other utilities, in rate cases at 
both the federal and state regulatory 
level. This writer will venture the pre- 
diction that the Memphis case will be 
cited, and cited often, by telephone 
company attorneys in rate cases during 
the years to come. 


Vodern Communications Media 

The word “communications” has as 
sumed such widespread use and various 
meanings these days that it is in dange 
of becoming one of those verbal rubbe1 
bands—capable of encompassing almost 
anything. The sophisticated public rela- 
tions expert (which can mean any ex- 
journalist now eating regularly on a 
company payroll) speaks loftily of 
“channels of communications” in dis- 
cussing what the front office wants to 
tell the hired help, or the cash cus- 
tomers, and vice versa. The long-haired 
professors use the word to denote in- 
ternal discussions between social and 
economic classes in relations to each 
other. The letter carrier thinks of 
“eommunications” as something he has 
to haul around in a bag. The telephone 
industry has always prided itself fo. 
symbolizing the very finest and highest 
concept of ““communications’”—the fast- 
est, most widespread, and _ efficient 
medium whereby man can exchange his 
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To prevent pole and 
power line leaning... 


cnet ttn 


STEEL STRAND 


High in Quality. CF&l carefully controls every stage of 
production, from the making of the steel through the draw- 
ing, galvanizing and stranding of the wire. 


Readily Available. CF& three- and seven-strand construc- 
tions can be promptly shipped to strategically-located 
distributors throughout the country. 


Long-Lasting. Extreme care in cleaning and galvanizing 
produces a heavy, tightly-bonded coating of pure zinc to 
provide maximum protection against corrosion. 


Safe. CF&I Strand meets or exceeds ASTM Specifications 
A-122 or A-363; or can be made to customer specifications. 


Easy to Work. CF&Il Strand is extremely ductile. It handles 
easily and helps linemen do better installation jobs. 


Next time you need strand—for guy wire, messenger 
wire or overhead ground wire—be sure to investigate 
the advantages of CF&I Galvanized Steel Strand. 
Your nearby CF&I representative or local electrical 
distributor will give you full details. 5734 


(FI GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo * Atlanta * Billings * Boise * Boston * Buffalo * Butte * Chicago 
Denver * Detroit * El Paso * Fort Worth * Houston * Kansas City * Lincoln (Neb.) * Los 
Angeles * New Orleans * New York * Oakland * Oklahoma City * Philadelphio * Phoenix 
Portland’ Pueblo: Salt Lake City*San Francisco*San Leandro* Seatties Spokane* Wichita 
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TBM SERVICE ENTRANCE MAST 


for 
OUTDOOR TELEPHONE BOOTHS 


sve 


Model TBM Service Entrance Mast provide 


ervice entrance facilitie 


complete 
for outdoor telephone booths 
with the definite plus advantages of lower cost and easier 
installation. Raises power lines for specified ground clear 
ince. Looks better, last 


onger, costs less than any com 


parable installation. 


FITS MOST MODELS 
OF OUTDOOR BOOTHS 
MEETS ALL REQUIREMENTS 


LOOKS BETTER 
The TBM Mast 


any 


LASTS LONGER 
Heavy gauge 


heavy duty tittings us 


COSTS LESS 


Actua! installations show savinas 


pole and 4° x 4" installations. 


Utility Sewice Cs., Jue. 


1620 THIRTEENTH STREET RACINE, WISCONSIN 
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WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 


We.st Berle Wires 
ik” ae & 


thought, or lack of thought, with his 
fellow man. 


But something new has been added! 
And—this is no phony claim—it is a 
real Russian invention. It is a brand 
new form of communications; and fo 
fast special delivery, with full coverage, 
it makes the telephone and the news- 
papers put together look as primitive 
as a grade school blackboard. 


Yes, you have got to give Khrushchev 
credit for amazing cunning and _ re- 
sourcefulness in the communications 
field. He has unerringly discovered 
probably the most effective way to 
spread his stuff in America and get 
the most mileage out of it. 


The trick is simple: Just call it a 
secret message” for President Eisen- 
hower and then give it to Sen. Hubert 
H. Humphrey (D., Minn.) to delive: 
in person. Of course, Khrushchev could 
have gotten a message through to 
President Eisenhower in a number of 
other ways. He could have telephoned, 
or cabled. He could have used the 
Soviet Embassy in Washington. He 
could even have used the ordinary 
mails with every reason to expect that 
his message would be faithfully and 
promptly delivered to the White House 

intact. 

But, Khrushchev knows a real verbal 
geyser when he sees one. After all, 
who is a better authority in this de- 
partment than Old Baldy, himself; who 
else but a born genius at shooting off 
his mouth would ever have thought 


” 


about “confiding” a state secret to the 
most active chatterbox in the United 
States Senate—where there is plenty of 
prize competition? 

But, we can be sure of one thing. 
Khrushchev had to pay for his mission 
to Washington. Spending eight hours 
with the Minnesota walkie-talkie is not 
exactly getting off easy. Maybe Nikita 
understands a little better, now, what 
all the shooting is about in the U. S. 
Senate over whether or not the boys 
should be allowed to gag each other by 
changing the filibuster rules. The red 
boss probably had to sandwich his mes- 
sage to Ike into one of Hubert’s occa- 
sional brilliant flashes of silence. 

Doubtless, as a reward for his er- 
rand-boy chore in the communications 
field, Senator Humphrey now finds 
himself officially classed, by party 
bosses, among the “big six” in the 
Democratic derby for the presidential 
nomination. As a bonus, he got a bou- 
quet of syndicated roses from Mrs. 
Roosevelt, no less. As The Baltimore 
Sun, editorially, observed: “Was Mr. 
Khrushchev using Senator Humphrey 
or was Senator Humphrey using Mr. 
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Khrushchev?” We will probably have to 
wait until 1960 to find out for sure. 

Tennessee’s Democratic senior entry 
in the big derby, by the way, Senator 
Kefauver, who used to be a fast man 
with his mouth in his day—seems to be 
slipping a little. He took a boat back 
from Europe; and found that his air- 
borne junior colleague, Senator Gore, 
was already two press conferences 
ahead of him. 


Offer Ship-to-Shore 
Service to SS Argentina 

Telephone service with the United 
States is now available as of Dec. 12 
for passengers aboard the cruise ship 
SS Argentina which is making its 
maiden voyage to east coast ports of 
South America, it was disclosed by the 
Long Lines Department of the Ameri- 
can Telephone & Telegraph Co. 

The Moore-McCormack Line’s 22,770- 
ton vessel will stop at Barbados, Rio de 
Janeiro, Santos, and Montevideo before 
arriving at Buenos Aires on Dec. 27. 
On its return voyage, the 553-passenger 
ship will stop at Trinidad, Santos, and 
Rio de Janeiro, arriving in New York 


on Jan. 13. 

Over 50 ocean passenger vessels are 
receiving high seas telephone service, 
Long Lines noted. The cost of a three- 
minute call (not including federal ex- 
cise tax) ranges from $6.00 to $9.00 
depending on the location of the vessel 
and the telephone on shore. 


Face Problems 

“It is better to meet danger than to 
wait for it. He that is on a lee shore, 
and foresees a hurricane, stands out to 
sea and encounters a storm to avoid a 
shipwreck.”—COoLTON. 
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WILL THE DB LOSS THIS FAR OUT AFFECT THE 
TRANSMISSION QUALITY VERY MUCH ?¢ 
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WHITNEY BLAKE 
‘ULLY COLOR CODED 


AREA CABLE 


R 
BURIAL 


0 


F 
DIRECT 


> + " 
Vi 


Is in tune with the ultimate system planned 
for the future — full color coding — pair count 
based on 25 and multiples of 25. 


Can be spliced readily to old partially color- 
coded plant. 


Permits standard practices that will bring 
great economies in installation, operation, 
maintenance and record keeping. 


Is available with .005” or .010” (gopher- 
protected) copper shield. 


Can be buried 40 inches deep at the rate of 
8 to 10 miles per day by a trenching machine. 


Is a product of an organization having 60 
yeors’ experience with telephone quality, 
elaborate facilities for laboratory study and 
control, meticulous habits of testing, and a 
plant full of modern machinery. 


REA approved per PE-23 a 


WELL ‘BUILT WIRES SINCE 1899 


WHITNEY BLAKE COMPANY 


TELEPHONE: CHestnut 8-56515 TWX: NH8S4 


NEW HAVEN 14, CONNECTICUT 





We have in stock, all 
sizes and types of spin- 
will be 


happy to quote current 


ning wire. We 


prices on any amount. 
For quick service 


write, wire or phone. 


SPINNING WIRE TO 
FIT ANY SPINNER 
* COPPER 
* COPPERWELD 
* ALUMINUM 
® GALVANIZED 
® STAINLESS STEEL 


Write or Phone to 


ee 


3100 Topeka Ave. Topeka, Kans. 
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Minn. Independent Converts: 
Gives EAS To Bell Center 

The Pioneer Telephone Co. of Wa- 
conia, Minn., 


Osseo exchange to automatic operation 


recently cut over its 


and in cooperation with Northwestern 
Bell Telephone Co., inaugurated Ex- 
tended Area Service (EAS) for Osseo 
subscribers to Minneapolis. 

Osseo is located 11 miles from the 
Minneapolis loop area and the North- 
western Bell serves the entire Minne- 
apolis metropolitan area with the excep- 
tion of Osseo. 

H. R. Bollinger, vice president and 
general manager of the Pioneer com 
pany, states that when it became ap- 
parent that there was substantial in- 
terest in extended area service, on the 
part of Osseo subscribers, Pioneer en- 
gineers worked with Northwestern Bell 
in establishing circuit 
and annual charges for EAS trunks. 


requirements 


These costs were incorporated into 


Pioneer’s pro-forma rate study and 


the required monthly rates were sub 
mitted to Osseo subscribers, along with 
a letter of explanation and a postcard 
on which their approval or disapprova 
could be expressed. A good deal of ed- 
ucational work with civic clubs and 
considerable 


newspaper publicity pre 


ceded the release of the questionnaire. 
The results were overwhelmingly it 
favor of the EAS service, Mr. Bollinge: 


stated. 


“Northwestern Bell and the Pionee 
company worked together in complete 
harmony and the result has been the 
Osseo customers are happy with thei) 


service even though their rates are 


higher than those in Minneapolis. The 
extended service provides toll free serv 
ice to 322,300 telephones in three metro 
politan areas. It also provides ‘message 
rate’ service to all the zones in the 
metropolitan area,” M 

Zollinger stated. 


Minneapolis 


“Reductions — in these 


charges to 
points vary from 3311/3 per cent to 50 
per cent. Osseo is on the Direct Dis 
Dialing network so all mes- 
sage rate calls, plus many toll calls, 
are dialable. Eighty-four trunks are re- 
quired to carry the EAS traffic,” Mr. 
Bollinger said. 


tance 


“This is an example of the two seg- 


ments of our industry working  to- 
gether and solving a service problem to 
the complete satisfaction of the public. 
It proves that inter-company problems 
can be solved satisfactorily, provided, 
of course, the costs are fairly distrib 
uted and the earnings are sufficient to 
attract the required capital,” Mr. Bol 


linger concluded. 


A comparison of Osseo and Minne 
apolis rates, under the EAS arrange 
ment, follows: 

Osseo Vinneapol $s 
Business 

One-party 
Re side nce 

One party 6.90 

Two-party 5.50 

Four-party 1.60 

Fight-party 1.85 


$19.00 


$16.75 


The Pionee 


exchanges (serving 32,000 stations) in 


company operates 48 
Minnesota, of which 31 are automatic 
Three of the 
} 


remaining exchanges will 
othe) 
four will be converted by 1961, accord 


ing to Mr. Bollinge: 


ve converted in 1959 and _ the 


A. L. Hart 
As United's 
Alden L. 


eral manage 


Retires 

President 

Hart, president and ge 
of United Utilities, Inc. 


"I 
since 1940, has announced his retire- 
1958. Mr. Hart 
will continue to serve on the board of 


ment effective Dec. 31, 


directors of United Utilities, Inc. and 
has been engaged as advisory consult- 
ant. 


In accepting Mr. Hart’s resignatior 


New central office building of Osseo, Minn., exchange of the Pioneer Telephone 
Co. Exchange recently was converted to automatic operation, with EAS service to 


Minneapolis metropolitan area. 
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NEW wriGHT 
Type C’ Pull-A-Ways 


THREE Sizes—1'/2, 3 and 6-Tons 


* 1%2-TON “ | 3-TON 6-TON / - 


aN 
FEATURES 7 

e Lubricated forlife 

e Hooks 

are drop-forged 


e Special alloy- 
steel chains 

e Chain sheaves 
of drop-forged 
alloy steel 

e Gear teeth cut 
to precision limits 
e Load brake 

is dependable 

and safe 


‘ “f e Weights: 


114 -TON, 231% Ibs. —_ 
3-TON, 36% lbs. i 
wet 6-TON, 63 Ibs. . 
Write to York, Pa., office for 


complete information 


Wright Hoist Division LI FFI i 
AMERICAN CHAIN & CABLE 7 | 


York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, 
alte 1 yn 

When you talk about Kennecott lead-alloy 
sheathed cable, longer life REALLY 
MEANS SOMETHING! It means reten- 
tion of full electrical properties over the 
entire long, long life of the cable. That’s 
= : because every component that goes into 
‘TELEPHONE DIRECTORY | Kennecott Telephone Cable—from copper 
‘9 conductor to superior, uniformly strong 
“Young Process” lead sheath—is checked 
and tested. Flaws, imperfections and infe- 
rior materials are ruthlessly eliminated. Get 
complete information on Kennecott Tele- 
phone Cable from the Chase sales office 

near you. 


ivs KENNECOTT 


\ TELEPHONE CABLE 


GERMANTOWN, OHIO 


A 
Directory 
for the 


ndependent 
Germantown ' ~ Pp CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
Telephone Company DISTRIBUTOR FOR 


_KENNECOTT WIRE & CABLE CO. 


Printed by SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


REHOUSES ond OFFICES: 
R. R. DONNELLEY & SONS COMPANY aene apt oa : il ae 


; Baltimore Cleveland Houston Minneapolis Philadelphia San Francisco 
350 East Twenty-second Street, Chicago 16 or en iadionapais ener Pittsborgh ort 
Charlotte Denver Kansas City, Mo New York Providence Waterbury 
Chicago Detroit Los Angeles (Maspeth, L.|.) Rochester 
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WHITNEY BLAKE 


INSIDE 
WIRING 
CABLE 


A. L. HART 


| from the presidency and other princi- 
pal offices in subsidiary companies, the 
United board of directors acknowledged 
their recognition and appreciation fo! 
the growth and expansion of the system 
and the appreciation in investments 
\ | which have occurred under his leader- 
Light weight for easy installation ship. 


Available in Brown or Ivory Jacket in 22 
and 24 A.W.G. from 6 to 76 pairs. WB 
Inside Wiring TELECABLE offers many ad- 
vantages including: 


United Utilities, Inc., at the present 
| time, owns and controls 15 telephone 
companies in 15 states and sizeable 
electric power, natural gas and propane 
operations in Kansas and Illinois. It is 
the second largest Independent tele- 
phone operating group in the country, 
with cousolidated assets of 129 million 
dollars, over 16,000 shareholders and 
| approximately 505,000 subscribers. 


Moisture resistance for damp ducts 
Plastite insulation resists crushing 

Easily pulled when installing in ducts 
Unaffected by humidity 

Easy to terminate 


Full color-coded insulation assures last- | Under Mr. Hart's administration as 
ing polarity identification a chief executive, the United System, 
with corporate offices in Abilene, Kan. 
Jacket is tough, flame and abrasion rc- i | See cneeutive atees in Rane City, 
sistant | Mo., has quadrupled in number of sub- 
scribers served. 
Steel rip wire makes stripping easy | Operating revenues of approximately 
4 million dollars in 1939 compare with 
Permanently marked with gage and annual operating revenues projected 
number of pairs ; for 1958 in excess of 37 million dollars. 
While much of the system’s growth 
has been internal, there were also num- 


de ’ erous acquisitions. The most notable 

; of these in recent years was the pur- 

OES chase in 1953 of Investors Telephone 

3 System, serving some 88,000 subscrib- 

ae = / ; | ers, and the acquisition of three com- 


panies in Washington, Oregon, and 
California during 1957 and 1958, serv- 
WELL BUILT WIRES SINCE 1899 ing about 28,000 subscribers. Numerous 
other smaller companies have joined the 
es §«€©60|« SyStem over the years. 


: Concurrently with his retirement, 

W Ly | 7 N EY R LA KE C 0) Vi PA N Y Mr. Hart announced the election of 
| C. A. Seupin, formerly financial vice 

| president and treasurer, as_ acting 


NEW HAVEN 14, roto} *|*|-tounsleith s | president and general manager of 


United Utilities, Inc. effective Jan. 1, 


TELEPHONY 








1959. Mr. Scupin has had 37 years of | FO R TO D AY S and TO M 0 R R 0 W S N E E D S 


continuous service in the system. 

A. Z. Patterson also announced his | 
retirement as United’s vice president | 
and general counsel. Mr. Patterson will 
continue to serve as a member of the 
board of directors and associate coun- 


; at > a ae : . 
¢ . 
sel. He is senior member of the firm i [eo fy Fisi Pe 
of Patterson & Patterson and has prac- 3} = 
ticed law in Kansas City since 1919. —_ 4 : 


He has long been actively engaged in 


' F “ 
legal work for utility corporations in j e 
middlewestern states. The United board : Fr : 
has appointed the Kansas City law firm ‘ ' 
of Morrison, Hecker, Buck, Cozad & | fa ea ee? 
togers as general counsel to succeed | 


‘f 
Mr. Patterson. 


Propose Merger of 
BICC and Teleon 

British Insulated Callender’s Cables | 
Ltd. (BICC), London, England, on Dec. 


2 announced that over the last few 


years there has been a small but grow- +h Simplify — cable splicing and 
ing cooperation between BICC and the terminal installation by asking 
Telegraph Construction & Maintenance | for the new fully color-coded 

Co. Ltd. (Telcon) particularly in cer- : 

Whitney Blake TELECABLE . . . 
it offers the same high quality 
that has made TELECABLE 
a recognized leader in the 
independent telephone industry. 
An 8 mil aluminum shield 
applied longitudinally replaces 
the 4 mil spiralled shield 





formerly used on all popular 
sizes. Manufactured in 
accordance with REA 
specification PE-22. 


Quality is remembered 
long after price is forgotten. 


Key figures in Central Mutual Tele- 

phone Co.’s recent conversion of its | 

Manassas, Va. exchange to dial service | 

were (left to right): Woodrow N. Vetter, ‘ WELL BUILT WIRES SINCE 1899 
personnel manager: George B. Cocke, 

president, and Floyd D. Vetter, general ~~ —_____— 
manager. Stromberg-Carlson equipment | } 

was installed, with provision for Direct | 

Distance Dialing and automatic L. I. D. 

toll ticketing equipment. Ten days after 

cut-over Central Mutual held an open 


house and 15 office and plant people NEW HAVEN 14, fore). | i onsleithes 


acted as tour guides for 500 guests. 
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Loading Coils (new) W.E. 


96A Case equipped with 40 +644 (175 MH) coils, lead stub 
96A Case equipped with 50 +644 (175 MH) coils, lead stub 
229A Case equipped with 152 +644 (175 MH) coils, lead stub 
124A Case equipped with 10 +638 ( 44 MH) coils, lead stub 
124B Case equipped with 26 +638 ( 44 MH) coils, lead stub 


Phantom loading 


204CG Case equipped with 12 SMII units (88MH side, 50 MH ph) 
108B Case equipped with 16 MFII units (88MH side, 50 MH ph) 


For field wire or Rural Distribution loading 


(load the pair you want where you want) 5000-6000 ft. spacing light-weight plastic (1'/2 Ibs.) 
may be supported by pair it loads 3''x3!/,"x4!/." hinged lid and wire slots rubber gasketed 
to Hie out moisture—special terminals to accommodate field wire. Will double talking range 
on twisted pair wire & cable. 


C-114A (Signal Corps) contains one +632 (88MH) coil, potted $2.00 
(632 coil may be melted out for repotting in larger case) 
C-114A 


Phantom coil mounting (For pole or crossarm) 

complete with 2 +C-161 repeating coils (Signal Corps moisture-proof 

version of W.E. 77A) and W.E. +84A, 5 pair protector with +26 & 

+30 discharge blocks. Heavy galv. metal with cover (wires enter at 

bottom) . 

Also available with W.E. +76A or +75A rep. coils (same price) $15.00 
(mountings sold only with coils) 


Repeating Coils (new) 


W.E. 77A (substitute) C-161 
76A (two coils) 1:1 rat. 
75A (better matched) 
91A (double coil) 
93A, B, F, G 
70A ring-thru 
27A non-ring-thru Kellogg 


25A two of above 20A Repeating $2.50 
poo non-ring-thru 19A Repeating 3.50 
C-111 Kick Coil 


| a @ $2.00—Used 1.00 


120C, CS, E, ES A.E. Repeating 4A type 
Retard coils, 149E D-281596-A, ring thru 3.50 


(many other W.E. coils) Trunk units, W.E. Kellogg 
Relays, most types 


Coil Mounting 


Switchboard equipment 


Shipped on Approval 
Satisfaction Guaranteed 


TELEPHONES (completely reconditioned) 

Western Electric +302 with F-1 handset, 5-H dial. Ringers: St. 
line, ne 16, 30, 42, 54, 66 cycle—Ready for on 
—immediate delivery : 

+302, as above, equipped with F-4 handset with T-| transmitter matvabeenadd att mfg. 
—U-| receiver (500 type) $15.00 Relays—line & cut-off 

+302, as above, but blanked for dial (F-1) $10.00 Cord & Trunk equipment 


A.E. type 40, St. line, 16, 30, 42, 54, 66 cycle ringers, with +24 MDF & Protection . 
or later type dial (fully reconditioned) $12.50 Power & ringing equipment 


(coiled handset cords, add 50 cents) Jack strips—lamp strips 
Repeating coils—all mfg. 


The Telectric Co. 


1218 VENICE BOULEVARD e LOS ANGELES 6, CALIF. 
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CABLE SPLICERS « LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION. 


The Weike! Line Company, Inc. 
FORT WAYNE. IND. 


KILLOREN COMPANY 


Construction crews—Installers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 


TELEPHONE CONSTRUCTION, INC. 


P.O. BOX 267 JEFFERSON, IOWA 
EVergreen 6-2626 
Residence or after hours call 
EVergreen 6-2313 
for bids on 
Construction, Engineering, Installations 
for commercial telephone companies 


Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 


Elkhart, Ind. ..... occ eee VOI, 2-5650 
Ashiand, Ohio 3-7543 
le Ay Ens <5 00 ceccc cen ese ee ee 
Bloomington, Ili. . 6-1850 
Schofield, Wisc. ......... . 9-2542 
ey  Wednecdw cence MArion 9-1284 


PERFORMANCE Has Built Our Business 


CABLE PLOWING 
DON'T INVEST 


rire -l- of our Plows 
-1- or More of our Men 
TODAY Call or Write 
TO: 
U. S. CABLE 
CONSTRUCTORS, INC. 


2002 E. Wisconsin Ave., P.O. Box 378 
REgent 4-9881 
Appleton, Wisconsin 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 


telephone industry 


Construction Crews Engineering 
Station Installers Appraisals & Roports 


Cable Splicers C. O. Installation 


Underground Duct Systems 
Telephone ST 46126 


P. O. Box 267 Jackson, Michigan 
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tain countries overseas and on specific 
technical problems, which has been of 
mutual benefit. 


As a result of this experience and 
having full regard to the conditions 


now applying and likely to apply in 


| their respective fields of activities, the 


directors of both companies are con- 


| vineed that a unification of their inter- 


| ests is desirable. 


Accordingly, at the request of both 
parties, an independent firm of char- 
tered accountants, Messrs. Thomson Mc- 
Lintock & Co., were asked to investigate 
the position and suggest a basis upon 
which the respective interests might be 
merged. As a result it is now proposed 
that BICC should make an offer to 
acquire the entire share capital of Tel- 
con on an exchange-of-shares basis and 
that Telcon should continue as a sep- 
arate entity within the BICC Group. 

From an over-all aspect there is un 
doubtedly a need for some form of 
integration and rationalization within 
the cable-making industry to meet the 
problems of over-equipment and the 
substantial costs of keeping abreast of 
modern technical developments, the an- 
nouncement stated. 


The main potential benefits to both 
companies are the broadening of thei: 
base on the metals side, their respective 
interests in these fields being comple- 
mentary to each other; the benefits 
which can accrue through a coordina- 
tion of research and development effort 
and the rationalization of production 
and sales in fields in which both com- 
panies are interested, and the complete 
coordination of their interests in over- 
seas investments. 

The announcement stated the merger 
also will give BICC an interest in long 
continuous lengths of submarine tele- 
phone cables in which field BICC can, 
through its wide telecommunications 
and submarine power cable interests, 
make a valuable contribution. 


Close to Home 


“In general, indulgence for those we | 
know is rarer than pity for those we 


know not.””—RIVAROL. 


Season’s Greetings 
To thank you as we’d like to do 


Is far beyond our powers 
For if we had no friends like you 
There’d be no firm like ours. 


TELE-WIRE 
SUPPLY CO., INC. 


CABANISS-POGUE COMPARY 


Consu/ting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


————$— 


CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 


_ 


McGRATH 
ENGINEERING. INC. 


Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


ES 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


ee ET Cost Studies 
lant, Traffic and Commercial 


Engineering 
120 S. La Salle St. 
Chicago 3, Ill. Tel: FRankiin 2-5924 


ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEY S—APPRAISALS—Construc- 
tion and Mointenance of Overhead and Under- 
groung Telephone Plant. Complete supply of 
poles available for emergency requirements. 


48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


E. A. BOCK CONSTRUCTION CO., INC. 
Specializing in underground and 
utility plant construction. 


P.0. Box 836 Tele. £-4388 
Meyer & Moeller Rds. Fort Wayne, Indiana 
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POSITION WANTED 


OUTSIDE PLANT ENGINEER — 
young married man with 8 years ex- 
perience in all phases of Outside Plant 
Engineering with Independent Tele- 
phone Company and United States 
Government desires to relocate. Reply 
Box No. 4178, c/o TELEPHONY. 








MANUFACTURERS REPRE- 
SENTATIVE wishes to contact tele- 
communications and related equipment 
manufacturers requiring a distributor 
or representation on the Pacific Coast 
to Telephone Companies and OEM in- 
dustrial accounts. New supply organi- 
zation forming with combined staff 
experience of 45 years in telephone in- 
dustry, all phases. Product sales engi- 
neering and warehouse facilities as de- 
sired. Please reply to Box No. 4174, 
c/o TELEPHONY. 





SERVICES AVAILABLE 


FINANCING for Independent Tele- 
phone Companies (500 Stations and 
Up) Our Specialty. Write: WACHOB- 
BENDER CORPORATION, 3624 Far- 
nam Ct., Omaha 31, Neb. 








LONG-TERM LOANS 
for dial conversions 

Write Box No. 4168 
c/o TELEPHONY 











U-| 
T-| 
F-| 
533-A 
12B 
275 


1250 KINNEAR RD. 














references. 


ers, 


WESTERN ELECTRIC EQUIPMENT 


GIA-3 Handsets complete with Cord (New) 
Receivers for GIA-3 (New) 

Transmitters for GIA-3 (New) 
Transmitters (Mfd. by Roanwell) (New) 
Lamp Extractors (New) 

Lamp Sockets on 137-B Mtg. (New) 
Jacks on #217-A Mtg. (Recond.) 
1268-A or B Protection (20 per) (Recond.) 
6017-E or 6017-B Key Boxes 


BUCKEYE TELEPHONE & SUPPLY CO. 


HUdson 8-0655 


CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


career? 







EQUIPMENT engineers. 


record of achievement. 














; MANAGER—Telephone cooperative 
with 4 dial exchanges, 630 telephones. 


Expansion program provides for 10 ex- 


changes with 1,500 to 2,000 telephones. 


Wonderful opportunity for the right 
man. Reply Box No. 4171, c/o TELE- 
| PHONY. 


“WANTED EQUIPMENT IN- 
STALLERS — Experienced men with 
Steady work with a reli- 


able, fast growing corporation that 
| needs good men. Top wages, expenses 
and good benefits. Reply to: T.E.I. 


Corporation, 12 E. 10th St., Erie, Pa. 


CABLE SPLICERS, Station Intall- 
Equipment Installers, Linemen. 
Experienced men needed. Steady work, 


good pay. Henkels & McCoy, 1800 John- 
son St., Elkhart, Indiana, or 6100 N. 
20th St., Philadelphia, Pa. 



































COLUMBUS 21, OHIO 








TELEPHONE ENGINEERS 


Do you want an interesting, challenging and profitable 
































The UNITED STATES INSTRUMENT CORPORATION is a progressive organiza- 
tion which is expanding. There are openings for experienced CIRCUIT and 


USI is a telecommunications equipment manufacturer with an excellent 


Qualified engineers are needed to work on the USI Motorswitch System. This is 
an unusual opportunity for you to establish yourself in a growing organization. 


Send résumé fo: 


UNITED STATES INSTRUMENT CORPORATION 
Box 1191 
Charlottesville, Virginia 





MANAGER for R.E.A. financed, dial 
operated telephone company of 1,000 
stations; located in West Central Wis 
consin. Salary commensurate with abil- 
ity. All replies confidential. Please sub- 
mit resume of education, experience 
and etc. Write Box. No. 4172, c/o TELE- 
PHONY. 


Middle East and Far East over- 
seas assignments available now 
for the following staff positions: 


Microwave Engineers 


Dial Switching Engineers 


Outside Plant Engineers 
Teletype Engineers 


Specification Writers 


Long term opportunities in de- 
sign, construction and operation 
of complete telecommunication 
systems. Provisions for family 
transportation and accommoda- 
tions available. Normal overseas 
incentives applicable. All replies 
held strictly confidential. 

Send detailed résumé and salary 
requirements to Box No. 4179, 
c/o TELEPHONY. 









WANTED TO BUY 


ADDRESSOGRAPH AND GRAPH- 
OTYPE or equivalent equipment items. 
State size, age, condition, prices, etc. 
P. O. Box 234, Flagstaff, Arizona. 

TELEPHONES—all types—any con- 
dition; candlesticks, wall sets, ete. 
Write advising quantities available. 
Our truck will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 











TELEPHONY 


WANTED TO BUY 
ONE NORTH CX-200 DIAL BOARD, 


equipped with 100 or more lines. Reply 
Box No. 4176, c/o TELEPHONY. 


WANTED BY INDIVIDUAL—small 
Telephone Exchange 250 to 450 sta- 
tions, common battery, magneto or dial. 
Will pay market price. Reply Box No. 
4180, c/o TELEPHONY. 


FOR SALE 





LEICH 901-wall or desk magneto tele- 
phones. Cleaned, tested and guaranteed, 
$16.50 each. As removed from service, 
no broken or missing parts, $15.00 each. 
Turtle Lake Tel. Co., Turtle Lake, Wis. 


8 POSITION Automatic Electric 
Common Battery Full Feature Switch- 
board. Equipped with 1200 C. B. Lines, 
80 L. B. Lines, 40 Toll Lines, and 
associated 24 V. Power Supply. Com- 
plete and ready for operation. Avail- 
able after December 8, 1958. Contact: 
R. Carruthers, Equipment Engineer, 
Commonwealth Telephone Co., Dallas, 
Pa. ORchard 4-1211. 


JUST OUT OF SERVICE. 
150—Leich 86 Magneto 
Telephones 
15—Stromberg 12 
Telephones 
70—Stromberg 1248 geass 
Telephones 
The above with Harmonic Ringers. 
If interested contact Warren Ritter, 
Purchasing Agent, Northern Ohio Tele- 
phone Co., Bellevue, Ohio. 


USED RECONDITIONED DIAL 
TELEPHONES Leich 601 & 615; 
Western Electric 302; Automatic Elec- 
tric, type 40; $11.00 each. Also, 1 used 
% ton truck, Ford 1947, with utility 
body, in very good condition, with re- 
conditioned motor, new tires, 4 speed 
transmission $300.00. Amberg Tele- 
phone & Telegraph Co., P. O. Box 66, 
Wausaukee, Wis. 


CABLE SPLICERS TRANSISTOR 
TONE SET and transistor amplifier. 
Complete with leads, batteries and head- 
set. Weight 1 lb. each. Not one, but 
both sets, $73.00. 15 day free trial. 
Walter H. Harwood, 3700 W. Market 
st.. York, Pa. 


STROMBERG-CARLSON type 3 toll 
switchboard, 24 positions with 2 panel 
sections, cord circuits B-34630, wired 
10 equipped 8. For immediate delivery. 
Write—Warren W. Ritter, Purchasing 
Agent, Northern Ohio Telephone Co., 
Bellevue, Ohio. 


FOR YOUR 
DESK AT WORK 


AND HOME 


Ideal for gifts, 
prizes 


Bantam colored telephone, weighted, with 
top quality ball point pen trimmed y old. 
Telephones in ivory, sand beige, low, 
red, green, light blue, light Ry pink, 
white. Pens in ivory, black, red, pink. 
Only $3.25 coment, postpaid. Send check or 
money order to W. H. Parker, 4817 Lorraine 
Dr., Sen Diego 15, “Calif. 
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FOR SALE 


ONE 2-POSITION Stromberg-Carl- 
son Magneto switchboard, Universal 
circuits, equipped with 190 lines, 30 
cord circuits, 20 trunks. If interested 
contact Warren Ritter, Purchasing 
Agent, Northern Ohio Telephone Co., 
Ohio. 


Bellevue, 


WESTERN 
LOUD BELLS 
with condenser. 
Equipment, 


ELECTRIC NO. 392 

tefinished and tested, 
$6.00 each. Telephone 
Inc., Montrose, Mich. 


NORTH CX 30 AND A CX 60 dial 
board equipped with toll and EAS 
trunks, 7 digit dialing if desired. Reply 
Box No. 4177, c/o TELEPHONY. 


KELLOGG 
BOARD—just 
excellent 
equipped. 


RELAYMATIC 
removed from 
condition. 100 lines, 80 
Four digit dialing. Installed 
1949. 200 used telephones. Make us an 
offer. Northland Consolidated Tele- 
phones, Inc., Meadowlands, Minn. 


DIAL 


service, 


ONE TYPE 75,200 LINE A. E. CO. 
P.A.B.X. BOARD equipped with 145 
lines, 17 Line Finders, 17,200 Line 
Connectors; one, 100 Amp. 24 Volt 
Battery; one, 6 Amp. A. E. Co. Con- 
votrol Charger, Code call and Watch- 
mans Service. Type 33A19 1-position 
attendance cabinet equipped with 20 
cords, 8 information circuits; 10 two- 
way Central Office Trunks and four 
one-way Central Office Trunks (from 
P.A.B.X. extension). Equipment in ex- 
cellent condition, crated and ready for 
shipment. One Diverter Pole Generator, 
5.6 KW, 56 Volts, 100 Amp. 1200 RPM, 
50 C Temp. Motor 10 H.P. 220 AC 37.8 
Amp. Serial No. 30953. Meadville Tele- 
phone Co., 229 Arch St., Meadville, 
Pa., Attention: Wm. P. Strickenburg. 


FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 


TY. E. ft. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 


Hayes Bidg., 12 E. Tenth St., Erie, Pa. 
CAN WE SE OF SERVICE TO YOU? 


ORDER FROM L. E. S. 
AND PAY LESS 


LINEMEN’S CONSTRUCTION TOOLS 
PROMPT DELIVERY FROM STOCK 
Send for Bargain Stock List No. LT. 


LINE EQUIPMENT SALES 
529 So. Dearborn St., Chicago 5, Ill 


NEED HELP? 

NEED A JOB? 
SOMETHING TO SELL? 
SOMETHING TO BUY? 


For best results and quick 
results use 


TELEPHONY'S 
Classified Advertising 
Section 


INSPECTION SERVICE 
“"AT TIMBER TREATING PLANTS" 
Of poles, crossarms, and preservative treat- 
ments. Analysis of wood preservatives. Con- 
sultation and specification writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
New York + St.Louis * Portiand 


Inspectors stationed throughout the U.S.A. 


ATLANTIC 


Creosoting Co., Inc., 17 Battery Pi., 
PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philade!lphia, Pa. 
Savannah, Ga. 


N.Y. C. 





B. J. Carney @& Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 


Dierks Forests, Inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 
2% penta mixture. Prompt shipment. 





Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, Y.—Creosoted 
Poles and Cross Arms. Plar.ts: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 


International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 





International Paper Co., Wood Pre- 
serving Division, Sales—926 Grand Ave- 
nue, Kansas City, Mo.—Pressure-treated 
Southern Pine and Douglas Fir Poles. 
Creosote and Penta preservatives 


Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 
Larch Poles. Inquiries invited. 


Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia, 
Yards, Virginia, West Virginia and 
Connecticut. Address inquiries to Box 
1662, Spartanburg, S8. C. 


Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘Penta.’ 





Acme Visible Records, Inc. 
Airtronics International Corp. 
Alphaduct Wire & Cable Co., The 
Altec Lansing Corp. ie 
Aluminum Company of America 
American Chain & Cable Co., Inc. 

Page Steel & Wire Div.. 

Wright Hoist Div.. ; 
American Creosoting Corporation 
American Electrical Heater Co.. 
American Steel & Wire Co. 
American Telephone & 

Telegraph Co. : ; 
Anaconda Wire & Cable Co.. 
Ansonia Wire & Cable Co., The 
Arps Corporation ‘ 

Atlantic Creosoting Co., The 


Automatic Electric Sales Corp.. .36-3 


Baker Wood Preserving Co. 
Barber Advertising 
Specialties, Walt 
j3arbe Greene Co. 
Bartlett Tree Experts 
Bell Telephone Laboratories, Inc. 
sJenner-Nawman, Inc. 
Berry & Co., L. M. 
siddle Co., James G. 
Bishop Manufacturing Corp 
Blaw-Knox Company 
Bock Construction Co., Inc., E. : 
3ritish Insulated Callenders’ 
Cables, Ltd. : 
3uckhart Associates 
3uckeye Telephone & 
Supply Co. . 
Burgess Manning Company 
Burroughs Corp 


‘&D Batteries, Inc. 

‘abaniss-Pogue Co. 

‘able Construction Co. 

‘able Spinning Equipment Co. 

‘aleulagraph Company 

‘hance Co., A. B. 

‘hase Brass & Copper Co. 

‘leveland Inst. of Radio Electronics 

‘ollins Radio Co. 

‘olorado Fuel & Iron Co., The 
‘ommercial Cord Company, Inc. 
‘ommunication Equipment & 
Engineering Co. 

Consolidated Electrodynamics Corp 

Cook Electric Company 

Copperweld Steel Co. 

Crane Inc., Carl C. 


Davis Construction Co. 

Diamond Expansion Bolt Co., Inc. 
Donnelley & Sons, R. R. 
Duo-Safety Ladder Corp. 


Electric Specialty Co. 
Everstick Specialty Co. 
Exide Industrial Division 
The Electric Storage Battery Co. 


Fitchburg Engineering Corporation 
Foley Construction Co., Robert E. 


General Cable Corporation 
General Insulated Wire Works 

General Machine Products Co., Inc. 
General Telephone Directory 


ae ciples .... Back Cov 


Goodrich Chemical! Co., B. F., The 
Gould-National Batteries, Inc.... 
Graybar Electric Co 
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to AD 


Greenlee Tool Co. 


Haley & Co., R. G... 

Harris McBurney Company 
Henkels & McCoy — ‘ 
Highway Trailer Company. 
Hirsch Organization Inc., Gustav 
Holan Corp. 


Indiana Steel & Wire Co.. 

International Telephone & 
lelegraph Co. 

Irwin Auger Bit Co 


Johns-Manville 


Kander & Company, Allen 
Kearney Co., Jas. J. 
Kellogg Switchboard & 


Supply Co. 6-7, 44-45, 


Kennecott Wire & Cable Co. 
Key stone Steel & Wire Co. 
Killoren Company : 
Klein & Sons, Mathias 
Kleinschmidt 

Koiled Kords, Inc. 

Koppe rs Co., Inc. 

W ood P eserving Div. 
Leich Sales Corporation 
Linsay Telephone Supply Co. 
Line Equipment Sales 
Lorain Products Corp., The 
Loris Sales 


Lynch Carrier Systems, The 


Magnolia Chemical Company, Inc. 
McCabe-Powers Auto Body co. 
McGrath Engineering, Inc. 
Mini-Fone 
Monsanto Chemical Co. 

Plasties Div 
Moore Associates 
Murphy Engineering Laboratories 


Natco Corporatior 

National Pole & Treating Div. 
National Standard Co. 
National Telephone Supply Co.. 
Neubauer Manufacturing Co. 
Neuses, Inc., K. P. 

North Electric Company 


Onan & Sons, D. W. 

Orangeburg 
Manufacturing Co., Inc. 

Owens-Illinois 


Page & Hill, Inc. 
Paine, Weber, Jackson & ( 
Parker, W. H. 


WESTERN REPRESENTATIVE: 
McDonald-Thempson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles: 
Colorado National Bank Bldg., 
Denver, Colo.; National Bldg., 
Seattle, Wash.: 3217 Montrose 
Blvd., Houston, Tex.: 2010 8. 
Utiea, Tulsa, Okla.: 404 Times 
Bldg.. Portland 4, Oregon. 


ERTISERS 


Phelps Dodge Coppel! 
Products Corp. 

Porcelain Products, Ine. 

Porter, Inc., H. K.. ve 

Preformed Line Products Co. 

Prodelin, Inc. ibm 

Prudential Insurance Co. of 
America 


Radio Frequency Laboratories, Inc. 
Ramset Fastening System 
Rawlplug Company, The 
Raytheon Mfg. Company. 
Recordak Corp. cea 
Reichhold Chemicals, Inc. 
Reilly Tar & Chemical Corp. 
Reliable Electric Company 
Remington Rand Div. 

Rex Corporation, The 

Rohn Manufacturing Co. 
Rolatape, Inc. ; 

Runzel Cord & Wire Co. 


S & G Manufacturing Corp. 
Schauer Mfg. Co. 

Secode Corporation 
Seymour Smith & Sor 

Sierra Electronics Corp 
Sloan, Cook & Lowe Co. 
Stainless, Inc 

Stampings, Inc. 

Stewart Bros. 
Stromberg-Carlson Co. 
Superior Cable Corporation 
Suttle Equipment Corporation 


Taylor-Colquitt Co., The 
Telectric Co. 

T.E.I. Corp. 

Tele-Muff Co. 

Telephone Construction, Ine. 
Telephone Training Institute 
Tele-Wivre Supply Co., Ine. 
Telkor, Inc. oe 
Templeton, Kenly & Co. 
Thornhill Publishing Co. 
Transandean Associates, Inc. 
Tudor & Yager, Inc. 
Tung-Sol Electric, Inc 


United Electric Controls Co. 

U. S. Cable Constructors, Inc. 

United States Independent 
Telephone Association 

1, S. Industrial Chemicals Co. 
Inited States Instrument Corp. 
Inited States Motors Corp. 
Inited States Steel Corp. 
American Steel & Wire Co. 
Creosote Division 

Universal Controls Corp. 

Utica Drop Forge & Steel Div. 

Utility Body Co. 

Utility Service Co., Inc. 


Utility Tool & Body Co. 


Volkswagen ; 
Weikel Line Company 
Western Electric Co. 
Whitney-Blake Co. 
Williams Inspection 

Co., Inc., A. W. 
Wiremold Co., The , 
Woodings-Verona Tool Works 
Wright Hoist Div., 

American Chain & Cable Co.... 
Wyoming Valley Equipment Div. 


York-Hoover Corporation ..... 16 


TELEPHONY 





NOW... 


SILVIUM GRIDS IN 
EXIDE-MANCHEX 
BATTERIES 


: 


DeCEMBER 20, 1958 


*Silvium is an Exide patented grid 
alloy proved as much as 100% more 
corrosion resistant than others. 


No battery in 
the world matches 
Exide-Manchex for long 
life. Now, with Silvium* alloy 
grids in the positive plates, 


life potential is even greater. 


Yet you pay no more. This is 
more reason than ever to 
insist on Exide-Manchex for 

your stationary battery 
applications. 


xide FE 
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Directories 
show more profit 


’ ~ 


UR DIRECTORY ‘“‘Revenue Men’”’—working from 
32 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render 
a Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership- 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages’’ revenues in the 
more than 800 directories we now produce 
for large and small Independent Telephone 
Companies prove the statement : 
“DIRECTORIES SHOW MORE PROFIT 
WHEN OUR ‘REVENUE MEN’ TAKE OVER.” 


Write or phone our office nearest you for 
our Complete Directory Service Plan. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * 


Divisional Sales Offices: 


BLOOMINGTON, III ° 
COLUMBIA, Mo. ° 
DURHAM, N. C. ° 108 E. Parrish Street : 
ERIE, Penna. G. Daniel Baldwin Building * 
FORT WAYNE 2, Ind. * 229 E. Berry Street 

HONOLULU 14, Hawaii 1236 Waimanu St 


410 N. Prairie St ° 
811 Cherry Street 


Tel.: 3-8095 
Glbson 2-6907 
Tel.: 5133 
Tel.: 2-4187 
Eastbrook 3477 
Tel.: 504-231 


DES PLAINES, ILLINOIS + 


VAnderbilt 4-2164 


LEXINGTON, Kentucky * 157 Walnut Street * Tel.: 4-7626 
LONG BEACH 15, Calif 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214 .N. Hamilton St. * Alpine 7-1667 
MANILA, Philippine Islands ° P. O. Box 673 
SAN ANGELO, Texas * 110 South Taylor St. °¢  Tel.: 6738 
SPOKANE, Wash South 1] Monroe MAdison 4-4336 





